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FOUR-EXCITING tional acceptance of Aristo-mats in "Jackstraw’’ at the National 
COLORS Hardware Show proves it. Congoleum-Nairn chose wisely in 
’ permitting Aristo-mat to become a teammate of its nationally 
“Blair” (stone gray) advertised beautiful "Jackstraw” line. Aristo-mat has put into 
“g n’”’ (brown) "Jackstraw” mats all of its own nationally advertised, nation- 


; 
/| Here is a “natural” for you if there ever was one! The sensa- 





“Charcoal ” ally accepted features. Like all Aristo-mats they have patented 
“Cheer” blue) Kant-Kut-Korners, are heat resistant, have asbestos-cushioned 
— backs. Colors are reproduced on durable metal that won't 

if chip, peel or stain. Feature Aristo-mats in "Jackstraw” and 
you'll hit an even bigger jackpot in your stove mat sales. 








Vite mul Za MYM 


A division of PHOENIX TABLE MAT CO. 
1718 E. 75th Street ° Chicago 49, Ill. 


Distributed in Canada by 


wie Kin STERLING INDUSTRIES . 8 Scarlett Road, Toronto 9, Canada 
ie Pep. 





The design appearing on the face cf Jackstraw* Aristo-mats is reproduced through 
the permission of Congoleum-Nairn, Inc., manufacturers of 

Gold Seal* Floors and Walls. This design is manufac 

tured by Congoleum-Nairn, Inc. in Gold Seal Inlaic 

Linoleum, Congoleum,* and Congowall® 

enomel surface floor and wall coverings 








*Registered 





Completely New From Top to Bottom! 








Than You've Ever Seen 
in One Jug! 


NEW Streamlined Design « NEW Two-Toned 
Baked Enamel Finish « INCREASED Fiberglas 
Insulation to Hold Cold and Heat Longer «+ NEW 
Insulated Chrome-Plated Faucet +» NEW Larger, 
Deeper Drinking Cup « HEAVIER Gauge Steel 
Patented TEMPSEAL Stopper. 


y,, | LITTLE BROWN CHESTS | 


UKE HOT-DIPPED Galvanized Interiors » EXCLUSIVE 
2-Piece Deep-Drawn Construction * TWO-TONED 
FROM YOUR Baked Enamel Finish * SLIP-IN Food Tray 
JOBBER DOUBLE-THICK Insulation » WATERTIGHT Rubber 
OR WRITE FOR §&f Lid Seal « PLATED Hardware. 
LITERATURE 





MANUFACTURED BY 


HEMP AND COMPANY, INCORPORATED 








New KWASEE 400° line 


rim Rosettes for DRAMATIC DOORWAY DISTINCTION 








No 3150 





No. 3155 








Wo. 4355 








KWIKSET'S new “400” line Trim Rosettes 

are designed to enhance every doorway, 
manufactured to please your most particular 
customer. Five distinctvels ditferent rosettes are 


now available in all popular finishes 


The brilliant star-shaped rosette is made of 
cast-brass, all other models are of wrought brass 
[he large diameter models are installed with 


KWIKSET’S #2469 one-piece 5 backset latch 


Stock beautiful-and durable Kwikset “400° Line 
Trim Rosettes to supply that DRAMATIH 


DOORWAY DISTINCTION sought by builders and 


Vers evervwi 
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4 “400” LINE 


The- Quality Lock for Budget Building 
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AWIKSET SALES & SERVICE CO. 
rWar-lal-tiaaPen Or Likiolaslt) 
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Fives mean TURNOVER in the biggest 


(1) By prominent counter displays. 


are se » ce surve P P P TVA Wn, 
hardware sense . A recent IRA. \. urvey (2) By timely window displays (espe- ‘i ayy 
has shown that files are one of the leading cially in association with seasonal Hl 
hand-tool items in sales volume. The per- other tools). 


centage of file customers is extremely high, (3) By frequem mention in your local 
It includes automotive, plumbing, heat- advertising, mailing inserts and 
ing, electrical and general repairmen; handout literature. 

manufacturing mechanics; carpenters; 
structural-steel workers: farmers and tim- 


(4) By training your sales force always 
to suggest “a couple of files” when 


aS : piieg* 
bermen: car and boat owners: amateur waiting on customers. 

craftsmen; householders and “handy And the biggest incentive of all is to have 
men, your customers know that the brand you 


sell is NICHOLSON or BLACK DIAMOND — 
best known, highest quality and most 
widely used files in the world. 


The variety of wanted file types and sizes 
multiplies the number of sales. And the 
natural need of file replacements—because 


they're “wear-away tools—means frequent CONSULT YOUR WHOLESALER as to the file types, 


renewal sales. sizes and quantities best suited to your trading area. 
i - file cales far he *WRITE TO US for a copy of ‘File Filosophy,"’ 
You can boost your file sale os far bn yond Nicholson's famous 52-page book (new edition) on 

ordinary demands by strong promotion: kinds and uses of files. A great sales help! 


oMOls, NICHOLSON FILE COMPANY, 25 Acorn Street, Providence 1, R. 1. i... 
> ar 
2 u.s. a.” (in Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) “ae “te 


NICHOLSON ++ A FILE FOR EVERY PURPOSE 
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OLD STRAND 


reinforced selvages 
give you big 
selling advantages 


Gold Strand Insect Wire Screening is offered with 
either ten round-wire selvage or twelve wire selvage 
consisting of five flat wires and seven round wires. 
These reinforced selvages give you a strong sell- 
ing point for Gold Strand Screening. Your customers 
are quick to see the advantage of reinforced selvages 
which assure screening that lays flat, has good body 
for tacking and won’t pull out of the molding. 
With Gold Strand you can also offer your cus- 
tomers screening in Galvanoid, Bright Bronze and 
Aluminum— screening that meets every price re- 
quirement. Order from your jobber, today. 


Other CF&I-Wickwire Hardware Products 


Clinton Hardware Cloth+ Perfection Door Springs +Quick Hitch Gate Springs+ Clinton 
Hex Mesh Netting- Clinton General Purpose Welded Wire Fabric -Wissco Flexible Wire 
Clothes Line + Wissco TY Guy Wire + Merchant Wire + Stone Wire + Mechanic's Wire 


CFz.I-WICKWIRE 


HARDWARE PRODUCTS FI 


THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE SPENCER STEEL DIVISION—Atlanta + Boston + Buffalo + Chicago 
Detroit + New Orleans + New York + Philadelphia 


THE COLORADO FUEL AND IRON CORPORATION —Albuquerque + Amarillo 

Billings + Boise + Butte + Casper + Denver + El Paso + Ft. Worth + Houston 

Lincoln (Web.) + Los Angeles » Oakland + Oklahoma City + Phoenix + Portland 
Pueble + Salt Lake City + San Francisco + Seattle + Spokane + Wichita 


2615 
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| 


| | 
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Five Flat Wires and 
Seven Round Wires) 


> ~« 


Ten Wire Selvage 
All Round Wires) 


r tension screen manufac 


F 
AAP Grelic Ms iidelale msi atta) fale] 
; offered with special wide 
flat wire selvage containing 
Pike lalmme lel ] oli -Migel laloMn ala -tieelale| 
one ribbon-type flat wire Vs 
£ wide 
x \ double flat wire selvage, con 
. taining six double round wires 


and two ribbon-type fat wires 


Also with special wide 
lelehis - wide 
~ 
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Just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


The gals are smart label shoppers —_ 


“When you get into self-service, you’ve got to give ’em room to shop,” my 
dealer friend said, as he waved his hand toward one of the aisles of his new 
self-service store. 


“Especially, women,” he continued. “They like to label shop and don’t like to 
be bumped by other people passing them in the aisle.” 


“Wait a minute,” I interrupted, “what do you mean by label shopping?” 


“Well,” he started, then paused long enough to sidestep a push cart being raced 
down the aisle by a six-year-old in a cowboy suit, “women are really smart shop- 
pers. Lots smarter than we think. They want bargains. Not necessarily price 
bargains, but good buys from all angles. 


“So they read labels, just as they do in a supermarket. They’ll compare two 
or three different brands of the same item by reading the label. Then the 
package that does the best selling job goes into the push cart and is bought.” 


“Do you really think the label is that important?” I asked. 


“It sure is, Mac. Look, we’re not far from the supermarket. The gals go into 
the supermarket and there they find packages that not only tell how and why the 
contents are so good, but they tell how to use it and now they’re even giving 
away records so you can mambo while you bake. 


“Then this same gal comes into our store and we got signs that say we're 
self-service, so she shops the same way here. 


“And another thing a dealer can’t forget is that when a customer is left alone 
in a self-service aisle, the package and label have a mighty big job to do by them- 
selves. Mighty big.” 


He picked up two can openers from a bin and pointed to the higher priced one. 
“We've run across another interesting angle since we went self-service, and 
that is if you leave a woman shopper alone, she’s very likely to buy a higher 
priced item. She doesn’t go for a low price, just because its low. 





“For example,” he went on, “since we went into self-service, our average sales 
slip has just about doubled in value. That is not only because people are buying 
more merchandise. Some of it is due to women buying a higher priced item than 
we usually sold them. Guess we used to start at the low end and try to work up 
to a higher price, but never seemed to get there. Now we find if you leave a 
woman alone she will do a better selling job on herself than we did.” 

He ducked for a moment behind an island with his tin of Copenhagen. As he 
straightened out, his cheek had a telltale puff. “Nellie doesn’t like me to use this 
stuff since we remodeled,” he apologized. “She didn’t mind it in the old place, 
but doesn’t think it goes with this new set-up.” 


‘But.’ T asked him, declining the proferred tin, “how about a well known 
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Just Among Ourselves... : sia 


informal editorial comments 


nationally advertised brand. Doesn't the brand name have an influence on a 
woman shopper?” 


“Heck yes,” he answered, “a lot of influence. It gives a manufacturer a real 
advantage. It’s like having three bases behind you. You're almost home, but 
that last base is real tough. That’s the payotf. Having a nationally known brand 
is real important. But if you have a bad package, you can still lose out.” 


“Maybe the fellows that make these products don’t know that things have 
changed. Maybe it would do them all some good to spend a day in a store and 
see how often a shopper turns their product down in favor of a better packaged 
competitive item. If everything else is equal, the pay-off in a self-service store is 
right there on the shelf.” It was obvious that this was a pet subject with him, 
for he went on hardly pausing for breath and merely shifting the bulge from 
his left cheek to his right cheek. 


“And don’t you forget,” he insisted, poking his finger at me, “don’t you forget 
that a lot of hardware manufacturers whose names have been bywords in the 
trade for a long time, are losing out to some of these new guys, because the old 
fellows don’t realize how important a good package is these days. 


“They better wake up soon, or they’ll find themselves squeezed out of today’s 
market.” 


“Well,” I wondered, “what makes a good package? What helps a woman make 
up her mind?” 


He rubbed his chin, glanced at the lengthening line at the check-out counter, 
and replied, “That’s another story, a long one. But wait until I give Nellie a 
hand to get that line out and V’ll tell you what I think makes a good package.” 


or 


Well, that’s another story. 


> ’ e 

’ « »y* Y* ad ‘ « ‘ 

It is a Merry Christmas... 

When this issue reaches your hands,’ the worst of the Christmas rush will be 
past and your new worry will be taking inventory. In between these two problems 
we hope you'll find a moment to sit down and relax a little and enjoy your 
Christmas. 


We wish it were possible for us to spend a few moments in each of the many 
thousands of stores and wholesale offices into which this copy of HA will go, so 
that we could personally give you our sincere wishes for a very happy Christmas 
holiday. 


For a year that started out so weakly, 1954 seems to have ended up much better 
than had heen expected. We hope you had your full share of this holiday business 
and will be able to sit back and forget the cares of the store for a little while. 


And in this pause, perhaps we can all give some thought to the true significance 
of Christmas ... peace and goodwill. 


That is the sincere wish of all of us here at Hardware Age. 
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NEW Complete, Compact 
Key Cutting Department 
in 1 Unit 


Want to make key-cutting really pay off? Here’s how . . . 
latch on to ILCO’s new rotary key blank display with 
Monitor Key Cutting Machine in one compact, attractive 
unit. 


Eye-catching, revolving display board holds 126 doz- 
en blanks... each hook clearly marked with number of 
blank and make of lock . . . you can’t go wrong. New ILCO 
Monitor Key Cutting Machine, designed specifically to 
meet the requirements of the hardware dealer, is small, ac 

curate, easy to operate, has adjustable key guide and sturdy 
key gauge. 


What a combination... and what a money-maker! Your 
sales from one 7 KBA Assortment more than pays for the 
equipment and gives you a handsome profit to boot. 


YOU CAN BUY IT FOUR WAYS: 


No. 4184CD Monitor Key Cutting Machine, 
complete with motor; rotary display board; 7 
KBA key blank assortment (1 doz. each of 102 
most popular key blanks). Bench space —— 19 in. 
x 12 in. 





No. 3184CD 


Same as above but without blanks. 


No. 9 KBA — Same as 4184CD but without Moni- 
tor machine. Unit is mounted on four legged 
stand. Bench space 12 in. x 12 in. 

No. 2 RKB — Same as 9 KBA but without blanks. 


If your jobber cannot supply you, 
write us for full information. 
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By Washington Bureau of 
HARDWARE AGE 


White House Approval Sought 
For Liberalized Minimum Wage 


Labor Secretary James Mitchell has brought into 
the open his plan to increase the minimum wage and 
remove the retail exemption and he is working hard 
to get White House approval to include it in the Ad- 
ministration’s legislative program to be presented to 
Congress shortly after it convenes in January. 

Mr. Mitchell wants to increase the present 75 cents 
an hour minimum by 10 or 15 cents an hour. 

In an effort to reduce opposition, he proposes to 
put industries, not now covered, into the system at a 
lower rate, probably 55 or 60 cents an hour. This low 
rate would undoubtedly be brought up to the general 
level in later years. 

Several congressmen are planning to introduce a 
union version of the proposal, calling for a straight 
$1.25 an hour minimum. Businessmen expect propo- 
nents of higher minimum wages to point to the retail 


‘ 


trades as examples of businesses paying “substandard 


wages.”” 


OUTLOOK—Retail 
stage an all-out fight to block removal of the 


representatives will 


exemption. But privately, they say they will 
not be surprised to see the minimum rate 
raised this year, and the retail exemption re- 
moved during the 1956 term of Congress. 


Major Tax Change Not Likely 
But Co-Ops Face Stiff Fight 


No major changes in the nation’s direct tax struc- 
ture are expected by most Washington observers in 
the next two years. However, some “technical” amend- 
ments are in the works which will affect business. 

Cooperatives, long enjoying a tax break giving them 
an unfair competitive advantage, will see a serious 
effort made to end their favored tax treatment. This 
plan will be popular with legislators seeking ways to 
finance a $100 increase in personal exemptions because 
it would add about $400 million to revenues. 

A move to rescind the small relief given dividends 


10 


last year will also be made, and will probably win ap- 
proval of the House. But conservatives from both 
parties, such as Senator Henry F. Byrd (D., Va.) 
will block it in the Senate. 

Even tax-cutting congressmen will probably not try 
to let the corporate tax rate drop from its 52 pct to 
47 pet as scheduled, in view of the large deficit. How- 
ever, the capital gains taxes may be eased slightly. 


OUTLOOK—Generally, the new Congress, 
because of the unusual balance of power, will 
be ruled by a coalition of conservatives from 
both parties, and may well turn out to be a 
real “do nothing” body in terms of major 
legislation, 


Move For Change in Workmen's 
Compensation Will Hike Costs 


The new “model” workmen’s compensation act, now 
being put in final form at the U. S. Labor Department, 
will urge states to tighten up compensation laws dras- 
tically—a proposal many businessmen fear will put 
the cost of coverage “out-of-sight.” 

The new proposal calls for the states to expand the 
employer’s responsibility to cover more and varied 
types of illnesses and diseases—some only remotely 
connected with employment 
cial responsibility of employers. 


and to increase the finan- 


Susiness representatives in Washington are getting 
a chance to look at early drafts, but Undersecretary 
of Labor Arthur Larson, who drafted the model, is 
not believed inclined to pay much attention to their 
suggestions and protests. 

Because workmen’s compensation laws are state re- 
sponsibilities and the model law only a “suggestion,” 
it will not require approval of other departments. 


OUTLOOK—Forty-four state legislatures 
meet in 1955, and many of them will take a 
crack at amending compensation laws. Unless 
state business groups are active in presenting 
their cases, many will find the new model 
adopted and their costs increased 
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A natural for builders— 
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a Heavy 3s” shoulder . . . means extra sup- 
hee porting strength. 
E-Z-Out Pin . . . it comes out with a flick 


major 


of the screw driver. . . at the top—for 
We easy application. 
ee, Non-rising pin... pin stays in place... 


i 


where you want it when door is hung. 


Heavy gauge . . . not lightweight... made 
to carry a door 13¢” thick. 


Staggered screw holes... regular drilling 


4 
bo 


, now t . . won't split wood doors. 
ment, , No special tools required .. . screw driver 
dras- oy does the whole job. 


1 put No ... hang doors 3 times 
faster. If door must later be removed— 


neither door nor jamb is marred. 


Seif aligning . . . easy to use... 
measuring or cutting. 
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(individually packed—25 pair in a carton) 


FREE operating sample 


Return the postcard (one in every dis- 
play carton) and receive an actual oper- 
ating hinge mounted on wooden block. 
No red tape—no strings attached. 
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a hit with ‘‘do-it-yourselfers”’ 


The NEW 


NON-MORTISE 


Order in this eye-catching display package J | 
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McKINNEY 


Here’s a new non-mortise hinge that is 
meeting with real enthusiastic accept- 
ance, and selling fast wherever it is dis- 
played. This new McKinney non-mortise 
hinge is a time and work saver... it 
eliminates mortising of doors and jambs 
and speeds up door hanging to an easy 
16-minute job. It is precision made of 
heavy gauge wrought steel in the popu- 
lar 34g inch size. Three finishes are 
available: bright nickel, dull brass, and 
bonderized prime coat for use with | 
painted woodwork. You can sell these | 
new McKinney non-mortise hinges with | 
confidence to building contractors and 
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to ‘do-it-yourself’ buyers. 
Order them now from your wholesaler 
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A Visit the McKINNEY 
Booth No.348 
Conrad Hilton Hotel 














Cylinder Key Lock 


Screen and combination storm 
door cylinder key lock is adjustable 
% to 1! ! 


assembly 


for metal and wood doors 
in. thick. Its 
installation or 


one-piece 


simplifies replace- 


ment by inserting into present 


opening and drilling two small holes. 


Features include push-pull action 


with inside locking device; silent, 





spring-action strike; lockset can be 
locked and unlocked from inside and 
Also 


without 


available in plain lock, 


Solid 


out. 
aluminum or 
National 


key. 
brass finish in both styles. 
Hardware Corp. 


For more data circle No. 1 on posteard, p. 51 


Charcoal Lighter Fluid 


Gril-Lite fluid aids in the light- 


ing of wood and charcoal fires. 


Odorless, fluid does not flare when 
lit, and burns clean leaving no soot 
Pack- 


aged in non-spill qt sized can with 


or ashes on food or utensils. 


a special spout top for ease in using. 
Lists for 59¢ and 69¢, depending on 
Renuzit Home Products Co. 


For more data circle No. 2 on posteard, p. 51 


area. 


Portable Camp Stove 

Portable camp 
disposable liquefied petroleum fuel 
tank. Weighs 6 lb and is ideal for 


stove utilizes a 





camping, fishing, hunting, picnics, 
etc. No pumping, priming, or warm 
up is required, Stove consists of a 
heavy-gage fuel tank, a brass burn 
er and valve assembly, and a grid 
Fits into 11 


metal carrving case. Fuel tank has 


unit. x 54% x 5'e In 


an excess pressure relief valve and 


an automatic self-sealing center 


easy disassembly. 


Turner Brass Works. 


inlet for safe, 


For more data circle No. 3 on postcard, p. 51 


Self-Powered Rotisserie 
Port-O-Matic is a portable self 
powered rotisserie which supplies 
its own power from low pressure 
steam, generated by burning char- 
coal or briquets. Rotisserie has two 


spits that can be used simultaneous- 
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ly. Grill is designed with removable 
lid for indoor use in fireplace. Folds 
up into luggage-sized case, 914 x 


; Buch 


20 x 26 m:: weighs 32 Ib. 
Mfg. Co. 


For more data circle No. 4 on posteard, p. 51 


Floral Planter 

Carlco floral planter is all steel, 
and leakproof with reinforced cor- 
Available in 
pastel green. 
high, 4% in. 


ners and rolled edges. 
sunset red, yellow or 


Planter is 5% in. 





wide on top, and three 
lengths: 12, 15 and 18 in. Units 
can be nested to save space. Carlisle 
Ufa. Co., Ine. 


For more data circle No. 5 on postcard, p. 51 


comes in 


Belt Sander 

Portable 
Model 136, features 
able belts that 
work through several grades of grit 


abrasive-belt sander, 
interchange 
make it easier to 
from coarse to fine, or to change 
from woodworking to metalworking 
Straight-line sanding 
permits against 
eliminates finishing 
margins by hand. Motion of belt 
hoots away dust and prevents it 


abrasives. 


action sanding 


corners and 


from accumulating under pad 


Sander measures 6'.x7x11"%4 in 
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Housing is 
Belts 
are 5 in. wide by 21 in. long. Stand 


and weighs 10°) Ib. 
polished die-cast aluminum. 


ard equipment includes a resilient 
cork shoe and a steel shoe as back 
up platens for the moving belt, an 
assortment of three abrasive belts, 
and a tube of grease. Porter-Cable 
Machine Co. 


For more data circle No. 6 on postcard, p. 51 


Electric Tea Kettle 

New 2'% qt. electric Speedmaster 
tea kettle with a 1000 watt AC-DC 
immersion-type heating element 
heats a full quart of water in less 
than six minutes. Kettle can also be 
used without plugging in, on top of 
stove. Made of chrome on_ solid 


copper, kettle has a trigger-operat- 





HARDWARE AGE, DECEMBER 23, 1954 


ed spout cap for easy one-hand fill 
ing or pouring. Whistle tells when 
water boils. Retails for $10.95. 
West Bend Aluminum Co. 


For more data circle No. 7 on postcard, p. 51 


Three-Way Iron Rest 


Pro-Tex 38-way iron rest has 
metal top, heavy asbestos backing 
and strong supports. Quickly clamps 
to any ironing board. Used as a 


trivet, it gives protection ayainst 





heat damage. Can be hung on wall 
or put away when not in use. Lists 
for $1.00. Ballonoff Metal Products 
Co. 


For more data circle No. 8 on postcard, p. 51 


Mower; Lawn Sweeper 
New gas reel mower is available 
in two sizes with four-eycle Briggs 
& Stratton engine and silencer for 
quiet operation. Both sizes have 
finger-tip throttle and clutch con 
trols. Another new product is the 
Huffy lawn sweeper in a 28 in. 
width. Height of brush can be ad- 
justed to 2'% in. with the Hite-Con- 
trol lever. Sloping hamper is forest 
yreen canvas with galvanized metal 

(Continued on page 18) 


in hardware merchandise... 





NEW DISPLAYS 
AND OTHER DEALER 





Door Knocker Display 

Newly 
solid cast brass doo 
offered free 
“Give A Gift To Your House” mo 


tif, and shows four models on its 


designed display DOxX 
knockers 


Di play features t 


blue cover. Eight more brass door 


knockers, individually boxed and 


wrapped, are inside the display 


Cover is hinged at bottom for easy 





access to knockers inside. Display 
stands on its own easel. Safe Pad 
lock & Hardware Co, 


For more data circle No. 9 on postcard, p. 51 


Floor Products Display 
Improved Salesmaker for floor 
cleaning and floor waxing products 
occupies two sq ft of floor space and 
holds from $60 to $90 worth of 
shelf de- 


(Continued on page 62) 
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Source: Dept. of ¢ 


Hardware Stores Share 
in General Retuil 
Trade Improvement 
Retailers were whistling a hap- 
pier tune as the holiday selling 
into full swing, for, 
after a slow start, it now appears 
that retail year will 
come close to equalling the volume 


of 1953. 


season got 


sales this 


Department store sales, the best 
barometer of consumer Christmas 
business, stood 1 pet higher at the 
end of the first week of December 
than at the same time last year. 
In the preceding week, the sale of 
the large stores were exactly even 
with sales in the last week of No- 
vember, last year. 

Hardware sales, meanwhile, were 
running 1.5 pet behind last year 
at the end of October, but with the 
steady improvement in retail busi- 
ness generally, it is quite likely 
that the trade can equal, or even 
beat, last year’s $2.7 billion total. 


Comparing hardware sales for 
the 12-month period ending in Oc- 
tober with the previous 12-month 
period there was a decline of only 
$5 million—or less than 0.2 pet. 
Sales in the wholesale end of the 
hardware trade at the end of Oc- 
tober were comparatively lower 
than retail sales, Without seasonal 
wholesale sales 


adjustment, were 
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Holiday Business Encouraging 


Production at Peak in November 


instalment Debt Still Rising 








an estimated $187 million, $20 
million lower than at the same 
time in 1953. 
Hardware Sales Show 
Seasonal Increase 
Hardware sales at the end 
of October were still trailing 
total sales for the first 10- 


month period of last year, but 
they were slightly ahead of the 


like period in 1952. 
October hardware store sales 
estimates by the Bureau of the 


Census were .51 pct less t 
they were last October but were 
0.42 pet higher than in October 


1952. 


han 


The seasonally unadjusted es- 


timates follow: 


(millions of dollars) 


1954 
January .... 165 
February ... 172 
March ..... 196 
ees 221 
eee 
eee 232 
ME essacess Ew 
Aveust ..... 216 
September .. 230 
October ..... 243 





2,137 


November 
December 





1953 
166 
167 
200 
219 
234 
232 
236 
228 
231 


256 





2,169 


239 


297 





2,705 


1952 
165 
170 
190 
229 
244 
233 
214 
216 


- 
— 
— 
= 
= 





Holiday Sales May 
Top 1953's by 5% 

Retail sales in the nation’s spe- 
cialty and department stores this 
Christmas will top 1953 volume 
and exceed even the record per- 
formance of 1952, predicts Wade 
G. McCargo, president of Na- 
tional Retail Dry Goods Assn. 

Reporting on a survey of 
NRDGA member stores, he esti- 
mates the average boost in holi- 
day sales will be about 5 pet over 
last year’s volume. 

















instalment Debt Up 
For Seventh Month 


Instalment debt rose $17 million 
in October, reports the Federal Re- 
serve Board, as consumers boosted 
their credit purchases for the sev- 
enth straight month. 

The gain brought the total of in- 
stalment debt to $21.952 billion. 
the latest monthly in- 
smaller than the 
$185 million gain registered for 
October, 1953. And in the like 
month of 1952 the upswing for Oc- 
tober was $521 million. 

Instalment credit buying is a 
key indicator of how automobiles, 
stoves, refrigerators and big appli- 


However, 
crease was far 


ances are selling. 
Officials of the Federal 
October 


(Continued on page 74) 
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Board said the increase 
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Check these four money-making 


reasons to stock and sell RB&W 


SAVE TIME AND PRODUCT LOSS in your store with these new 
stronger RB&W packages. No spillage or breakage. Made of 
rigid kraft-board with the larger sizes corrugated, their 
upside-down design (another RB&W first) makes handling 
easy, fumbling next to impossible. Oversized labels speed 
product identification. 





FIRST CHOICE OF COUNTERMEN is this easy-to-use RB&W 
catalog. Double-tabbed for instant reference, it’s jammed 
with facts on RB&W fasteners — the complete quality line. 
Leather-like cover protects contents, adds years to its life. 
Includes illustrations, applications, dimensions, physical 
properties, sizes and prices on all RB&W products. 





Plants at: PORT CHESTER, N.Y.; CORAOPOLIS, PA.; ROCK FALLS, ILL.; 





Handy Mari kit 


for fin ot VYoursett 





BOOST UNIT SALES with RB&W’s pace-setting Handy-Man 
Bolt and Nut Kit. Here’s an easy way to save customers 
time. It’s a natural for the booming Do-It-Yourself market. 
It’s this kind of profit-building merchandising that keeps 
RB&W the best-known brand of fasteners, according to all 
surveys. 





ity 8 
' - 
of 


INSURE CUSTOMER SATISFACTION with industry’s bro: sheet 
line of high-quality fasteners. With RB&w carriage bolts, 
machine bolts, lag bolts and stove bolts, you can fill all 
orders promptly. Stock up on RB&W fasteners today. Russell, 
Burdsall & Ward Bolt and Nut Company, Port Chester, 
New York. 4.15 


| RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
LOS ANGELES, CALIF. Additional sales offices af: ARDMORE (PHILA.), PA.; 


PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents aft: NEW ORLEANS, DENVER, SEATTLE. Distributors from coast fo coast. 
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‘COMING. 


YOUR WAY 


another smashingly successful 


TRUE TEMPER 
“TOOL-UP TIME” 





Last year True Temper’s “Tool-Up Time” garden and 
lawn tool promotion helped dealers increase their sales 
substantially. All reports show the program to be a 


smashing success. 


Here are some typical comments about 
the ‘‘Tool-Up Time” sales kit: 


“Sales doubled because of it’—N. C. 


“It’s a pleasure to sell True Temper—keep up the good 
work’’—N. Y. 


“Best we have ever received”’—N, J. 

“Increased our sales’’—Texas. 

“We plan to make year-round use of your kit’—IIL. 

“The kitcertainly boosted our tool sales this year’’—Ohio, 
“Very helpful for small dealer like ourselves” —Ariz. 


“Splendid dealer aids’’—Texas. 


RUE 


EMPER. You Can Look to 
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Brand-new Garden Center displays 
over 50 tools! Truc Temper’s new Garden 
Center unit is a $157.40* value that costs you 
only $89.98*, Mobile stand displays over 50 
of the most wanted garden tools and shears— 
with space for other gardening supplies. A 
garden department within itself. Extras galore. 
Ask your wholesaler about True Temper’s M-64 


Garden Center unit, *Slightly more in West. 





' “Used all material and was well satisfied with results” 


Neb. 


1955 program will be bigger and better 


Your new “Tool-Up Time” promotion will be supported 
by hard-hitting advertising in big national magazines . . . 
telling the “true facts’ about True Temper tools .. . 
telling how quality materials, precision manufacture, 
fire-hardened handles and perfect balance make True 
Temper the world’s best buy. 


Make big springtime profits 


Get ready now to cash in on the sure profits this new 
promotion will bring you. Ask your distributor salesman 
about True Temper’s original and exclusive ““Tool-Up 
Time”. And watch for our ad in the January issue of 
this magazine. 


for Leadership 














Export 


HARD 


Sure, other people 
make sledges, 


but... 


Put a Warren-Teed Sledge next 










to any other sledge and compare 
them point by point. Right down the 
line, Warren-Teed Sledges pack a bigger 
sales punch. 
Check that bright, distinctive Dutch-Blue lacquer; 
the shining faces; and note the smooth radius that gives 
Warren-Teed Sledges greater balance and greater ac- 
curacy regardless of whether they strike high or low. 
But you can’t see everything. Take the steel — it's special open 
hearth steel forged as only the world’s largest exclusive maker of 
heavy hand tools can forge it. See the number? That's a heat number 
verifying the~exact.content of the steel, You.can‘t see heat treating either, 
but it's there . . . deep and even in the places where it’s most important. 
And finally, to cut your handling costs and boost your sales, these famous 
sledges are packed in tough, attractive cartons that make eye-catching display 
pieces. 
Get the complete story on Warren-Teed Sledges. Clip the coupon and send 
it to us. You'll be on your way to new sales and repeat sales to even the 


most demanding customer. 














Sales Manager 
Warren Tool Corporation 
Warren, Ohio é 


P 


O. K. We want the complete Warren Tool story. 


WARBEN-ITEED PPiekeeate: | 





trade ¢ ” mark () Send us Catalog No. 853 
7 eee 
WARREN TOOL CORPORATION TITLE — ——— 
Manufacturers of Warren-Teed and Devil railway track tools ptntehemiammnes 
shi : STREET___ 
snip General Offices . . . Warren, Ohio CITY 





Export Division . . 30 Church St., New York 7, N. Y. 
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We make just one call 
to get the bolts we need 


“We used to shop around for bolts. But no more. There’s too much lost time 


that way. Now we make one call, for Bethlehem bolts, and we get the types 
and sizes we need. There’s no delay at all.”’ 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Stee! Export Corporation 
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self service for 


Self Service 
Round-Up 








It depends on your specific problems! Here are case histories of how 
self service actually helped solve such problems as how fo give bet- 
ter customer service—how to speed shopping—how fo heighten im- 
pulse buying—how to increase volume and hold down sales costs 


Self service means 
self selection display 
and that stimulates 
impulse buying. 
That’s why Ray 
Reinoeh! likes — self 
service. 

Being exposed to the completely visual presentation 
of numerous items, customers buy more than they 
had originally intended, he has observed. 

He also likes it because he doesn’t have to spend 10 
cents worth of labor to sell five cents worth of wash- 
ers, screws, nails, etc. Customers now help themselves 
and take their purchases to the check-out counter. 

Statistically, this is what self service has meant to 
As many as 45 customers can 


Ray's Hardware 
7139 Foothill Blvd. 
Tujunga, Calif. 


the store’s operation. 


be passed through the check-out in one hour. The 
average sale per customer, based on the first three 
months’ experience with self service, has increased to 
$2.93. The former average was $2.51. 

Average sales per salesman, per month, for the 
first four months of self service—April, May, June 
and July, 1954—were $2,697. The previous year, be- 
fore self service and before the move to larger quar- 
ters, the average sales were $1,813. 

Mr. Reinoehl is not a newcomer to the hardware 
business, but a year ago he moved to a larger store 
and opened it as a self service operation. In his new 
location, a remodeled automobile agency, he has 5,00( 
sq ft of selling space, 

The store has a check-out counter just inside the 
entrance. When traffic eases off, the cashier helps 
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Self Service Round- Up at Ray’ s Hardware, , Tujunga, Calif. 







































. 45 customers per hour can be handled at 
Ray's check-out 















. all displays are identified so customers can 
find merchandise; everything is clearly priced 
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POOL OED OO 


signs and clearly marked prices speed shopping 


Pa 


. because of clerk-time saved, store can offer to 
housewores without delaying customers 


mil 
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with the storekeeping chores such as filling displays, 
dusting, and also waiting on customers when business 
is slow. The check-out is in operation all the time, 
being manned by the staff members should the cashier 
be busy elsewhere. 

The store staff has not been increased though the 
sales floor has been doubled in size. Mr. and Mrs. 
Reinoehl and two men and two women comprise the 
staff. There is also a part-time helper. 

Since most customers can serve themselves, the staff 
has more time to keep the displays properly mer- 
chandised and in order, and can also devote more at- 
tention to customers who need help. 

Most of the store’s merchandise is displayed on 25 
gondolas, 3x6 ft. Small merchandise is in glass di- 
vided bins. Wherever feasible, perforated panels have 
been used. Fixtures were obtained from M & D Dis- 
play, Alhambra, Calif. 

The fact that there is more space, more merchan- 
dise can be displayed for self selection. This has 
naturally increased the volume potential. For in- 


Texas Dealer Gains in Volume 
Without Increasing Sales Help 


Smith & Sons, Inc. Self service dis- 
415 N. Fillmore St plays make it possible 


“I to handle a large vol- 
Amaril °, Tex. ume with a small staff 


in a big store, says 
Charles L. Smith, 
president of this new- 
ly expanded store, which also features service lines. 

Mr. Smith introduced this method of merchandis- 
ing when he remodeled the store and increased its 
size from 30x190 ft to 61x100 ft. As a result, volume 
has shown an almost continuous gain. 

Here’s the personnel count for the store. There’s 
Mr. Smith’s son, Lewis, who manages the store and 
does the major part of selling. He and the cashier 
at the check-out are the only persons who devote their 
full-time to the store. The cashier also helps custom- 
ers when not too busy and she also orders housewares. 

There’s the senior Mr. Smith and his suv.i-in-law, 
Hoyt Walker, who devote the major part of their time 
to the firm’s contracting business but help on the floor 
when they can. 

There’s a salesman whose primary responsibility is 
outside selling on major appliances and who only helps 
in the store when not out calling on prospects. There 
is also a young man, who works part-time only, whose 
responsibilities are divided three ways: keeping the 
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stance in the old store, the cabinet hardware display 
was confined to a few sample boards with stocks out 
of sight. 

In the new store, cabinet hardware is displayed in 
an 18-ft display section on three shelves. This 54-ft 
linear display makes it possible to show a total of 
nearly 300 items, neatly arranged and priced in glass 
bins. 

Items which come with fasteners are pre-packaged 
in stapled cellophane bags by the store staff. Washers, 
screws, etc., are displayed in open, glass bins on 
which the price-per-dozen is marked. Customers can 
count them out and put them into bags located nearby. 
Similarly nail claws are available, and customers can 
weigh out their own nails. 

The housewares department has benefited by the 
move and change in operation. Now it occupies a 
40x40 ft area, and because customers can serve them- 
selves in that department, the clerks have time to 
gift-wrap purchases—even on a Saturday evening 
without creating bottlenecks in the store. 


HA Self Service Round-Up 





displays stocked, keeping the store clean, and selling 
on the floor when needed. 

The cashier was added only following the moderni- 
zation and expansion of the store. She operates from 
a “U’’-shaped check-out counter which occupies 6x7 
ft of space. 

All displays are of the open-type to invite customers 
to help themselves. There are 38 ft of wall section 
devoted to paints; 38 ft to housewares; 24 ft to hand 
tools; 24 ft to garden tools; 32 ft to bolts, nuts, and 
other fasteners, and eight feet to sporting goods. 

The store is also equipped with 11 gondola displays, 
all of them adjustable and six display tables with 
glass, adjustable shelving. Perforated board has been 
used wherever practicable on wall display areas and 
occasionally on a display island. 

Wherever pertinent, small signs have been put on 
displays suggesting, do-it-yourself, fix-it-yourself, or 
make it yourself. All merchandise is priced and some 
of it pre-packaged. Nails, for instance, are available 
in one and two pound bags and even in 25-cent lots. 

This self service hardware store has a 9-year his- 
tory. Charles L. Smith before starting it had been a 
plumbing contractor, which profession he still carries 
on. The combination of hardware store and plumb- 
ing contracting makes the firm a “natural’’ for han- 
dling service on all major appliances it sells. It styles 
itself the “Super Market for the Home.” 

Specializing in home laundry equipment, the firm 
last year sold between 70 and 100 units of washing 
machines and dryers. Sales of this and kitchen equip- 
ment are tied into the do-it-yourself market. As a 
matter of fact, from one to two dozen, two-compart- 
ment sinks are sold monthly, over-the-counter, to do- 
it-yourself customers. 

As a means of promoting that type of business, 
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. self service enables expanded, modernized store 
to do more volume with small sales staff 


. adjustable glass shelving is feature of open-view fixtures 








.. . 6x7 ft check-out area is large enough to allow 
unhampered check-out operation 





. . . do-it-yourself is the promotional theme here 
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customers are instructed in appliance installation. If 
a man buys an automatic washer and wishes to install 
it himself, Smith & Sons will cut the pipe to his speci- 
fications, prefab all installation parts which they can, 
and instruct the customer on how to do the installa- 
tion job. 

This is a promotion-minded store, spending three 
per cent of gross sales on advertising. Two forms are 
used: newspaper and direct mail. The latter includes 
mailing spring and fall consumer catalogs, the former, 


New Jersey Dealers Enabled 
To Expand Into New Lines 


(As told by Louis 
Rosenberg and John 
J. Rod, partners, 
Griffen’s Hardware.) 

Self service meth- 
ods will support a 
large store. That 
means extra space, which in turn means that you can 
branch out a little bit. 

We have a complete rug department on the second 
floor, and we are now sectioning off one area of the 
main floor to be devoted to a restaurant supply 
business. 

Our feeling is that the possibilities of self service, 
or self selection, in the hardware field are just be- 
ginning to be explored, and that it will open avenues 
to us that could never be approached before. 

Also, self selection sales “snowball” in two impor- 
tant ways. First, many customers come back to the 
store not just because it is the most convenient but 
because they like to shop there. In fact, they will 
often go out of their way in order to do so. Secondly, 
people tell their friends about it. 

Another advantage, frequently overlooked when con- 
templating conversion to self service is that, in addi- 
tion to cutting costs and raising sales, check-out sell- 
ing eliminates many annoyances that must be endured 
with clerk service. 

One of the best examples we can think of is the 
writing and subsequent auditing of sales slips. Clerk 
service entails a tremendous waste of time in writing 
up a Slip for each cash customer. Then those sales 
slips must be audited. 

We used to have one girl who did nothing but audit 
sales slips all day long. That job has been eliminated. 
If we went back to clerk service and retained the same 
volume we have now (either of which would be highly 
unlikely), we would have more than 500 sales slips 
to audit on a busy day. 


Griffen's Hardware 
Plainfield 


New Jersey 
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cooperative advertising in Amarillo’s daily newspapers. 

Good-will advertising consists of sponsoring one 
boy in the annuaj local Soap Box Derby whick costs 
$35 plus the cost of a small ad to announce the store’s 
participation in the event. An athletic team in a local 
league is also sponsored at a cost of about $100 for 
uniforms. 

The store goes after credit business, playing this up 
in its ads, and employs a full-time bookkeeper to 
handle the accounts. 
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We have been able to save the cost of three people 
despite increasing volume. Peak days are handled 
with the same number of personnel as regular days. 
At Christmas, we add just one extra employee in order 
to efficiently take care of greatly increased traffic. 
Service to customers has sharply improved. 

You cannot convert to self service without a check- 
out counter and the register has to be right or else 
the same bottlenecks suffered under clerk service will 
again be encountered. 

The check-out does not have to have a supermarket 
appearance. Any one of many arrangements will 
make your counter stand out from the supermarket 
type. Our cash register is an itemizing, check-out 
machine, with 9 department totals. 

We price-mark every item as it comes into the store. 
We show both the department and price. Therefore 
there is no mistake either in pricing nor in departmen- 
talizing when the item is purchased and checked out 
at the cash register. 

It may be inconvenient sometimes to price all de- 
liveries immediately, but we have found that accurate 
results, including dependable inventory figures, more 
than justify the effort. 

Most of our store is very modern and up-to-date in 
appearance—but not all of it. There are certain cus- 
tomers who would miss the “old-time” hardware store 
atmosphere if it were lacking altogether. Therefore 
we have purposely left a section of the rear of the 
store look sort of “old fashioned” so that we can also 
please those that like “the old days.” 

Our fixtures and counters were designed by us and 
built to our own specifications. Shelves and counters 
are adjustable so that we can handle almost any type 
of merchandise in any area without difficulty. There 
are notched aluminum poles extending upward from 
each counter. The shelves which are glass may be 
“hooked” in any one of these notches. 

The height may be varied from 4 to 12 inches, 
measuring from the counter level and a counter can 
have several shelves above it; only one, or none at all. 
There can be a shelf at one level on one side of the 
counter and a shelf at a different level on the other 
side. 

Our bottom display shelf is never less than 251% in. 
from the floor. Display shelves below that height are, 
in our opinion, little more than dust collectors so far 
as their value in selling merchandise is concerned. 
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Self Service Round-Up at Griffen's eniware, Sone N. J. 
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.. . owners of Griffen’s Hardware—left, Louis Rosen- 
berg, and John J. Rod 


. location of this check- 
out is not a barricade 
though it is at front door 


maximum height of 
displ ays is 48 in. so all of 
store is visible 
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Therefore we use that space for storage. Most small 
items are stocked directly beneath the counter on 
which they are displayed. 

The top height of any display, measuring upward 
from the floor, is 48 in. Consequently, the entire store 
can be taken in at a glance. Customers can usually 
see the display of items that they are looking for 
without wandering all around the store to find the 
desired merchandise. 

Another important advantage of low-level counters 
is that salespeople, too, can see the entire store at all 
times. Pilferage has been far reduced from what it 
was under the clerk system. 

Certain items—those which frequently can lead to 
related selling—are displayed on a “one only” basis, 
with similar merchandise being stored directly be- 
neath, behind the sliding doors of the counter. 

The customer decides to purchase the item but be- 
cause there is only one on display, usually calls for a 
salesperson to get a “fresh” one. The salesperson 
does so simply by obtaining it from beneath the 
counter. 

But then he has an opportunity for suggestive sell- 
ing of related items. It is like “opening a door” for 
the salesman. The customer has asked for help. 


Better Display Ties-In With 
Self Service at Ohio Store 


Carlson's An excellent  ex- 


Mill & Dunn St ample of how an 


ts older, conventional 
Lockland, Ohio type of hardware 


store can be convert- 

ed into a modern, 

streamlined self ser- 
vice unit is the recently opened branch of Carlson’s in 
Lockland, a suburb of Cincinnati. 

The big parent store in another part of Lockland 
was changed-over to self service more than a year ago 
(see HARDWARE AGE, March 19, 1953), and the re- 
sults there led the owners to establish self service in 
the 60-year-old Hartman & Bailey store when they 
took it over. 

Fixtures then were of the early part of the century. 
The main floor was inadequately used for sales, and 
the basement was entirely given over to storage. But 
these are the changes that self service brought. 

New gondolas and wall displays on the main floor 
were designed to put all merchandise on open display 
so that customers could see and handle any item. 
Everything was priced, and the entire floor was signed 


HARDWARE AGE, DECEMBER 23, 1954 


Therefore he doesn’t resent any suggestions made by 
the salesperson. 

Contrast this with the technique necessarily em- 
ployed in a clerk-service store. The salesman’s “May 
I help you?” approach is often resented and met with 
“I’m just looking.” 

There is all the difference in the world, in a custom- 
er’s mind, between voluntarily asking for help and 
being approached by a salesperson. Self service, in 
this respect, overcomes psychological barriers. 

Adequate and convenient storage facilities are ex- 
tremely important both in serving customers, particu- 
larly on peak days, and in reducing expense. A tre- 
mendous amount of time can be spent in running back 
and forth to fill shelves and in hunting for mer- 
chandise. 

Our own storage space runs around the perimeter 
of the store. Items are kept, as nearly as possible, 
adjacent or close to the areas in which they are dis- 
played. The customer can’t see the storage space 
because it is behind walls. But salespeople can re- 
stock the shelves very rapidly and with a minimum of 
travel and effort. 

The vast majority of customers prefer modern 
facilities and self selection. The proof of this is their 
increased patronage of such stores. 
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to direct shoppers to the various departments. The 
new fixtures have geared the store to merchandising 
its lines in the quick, self service way. 

The fixtures present to the shopper a maximum of 
merchandise within easy reach so that what is wanted 
can be quickly picked up and carried to the check-out 
counter, located at the front of store. 

IN and OUT doors at the corner entrance to the 
store, lead directly to the check-out. Nine, 16-ft 
gondolas (made up of four foot sections bolted to- 
gether) are merchandised with household goods. The 
wall displays on both sides of the store feature sport- 
ing goods, garden supplies, water heaters, power and 
hand tools, builders’ hardware, paints, etc. 

The wall units are backed with perforated panels 
and have canopies on which are lighted departmental 
signs. Gondolas are metal, finished in white with 
perforated ends and shelving to create feature ends 
at each aisle. 

Of particular interest is the store’s basement, once 
a storage area. The same size as the main floor, 
45x55 ft, it has been turned into a brilliantly lighted 
display room for housewares, toys and major appli- 
ances. More than $800 worth of perforated paneling 
went into creating the basement displays, covering 
the walls, from floor to ceiling, and the supporting 
columns, thus making space, otherwise unproductive, 
sales effective. 

In the basement there is a wrap station. Though 
there is a railing at the main floor check-out to sepa- 
rate incoming from outgoing traffic, there are no 
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shopping carts. Customers simply pick up their pur- 
chases and take them to the check-out. 

Handling all operations in the store are the manager, 
Carl Von Bargen, his assistant James R. Donovan. 
There is one girl to handle sales in the basement and 


Service and Friendliness Not 


Sacrificed by Wisconsin Firm 


“In a neighborhood 


Mell Hardware Co. “Ina atine 
2309 Atwood Ave. store like this, we 


- > 2 make good friends of 
Madison, Wisconsin customers through 


service,” advises Rob- 

ert Hansen, manager 

of the Mell Hard- 
ware Co. that is a valuable asset to this store. 

But the store is also a self service store and about 
that Mr. Hansen reports: “Not a single customer has 
kicked about self service since we set it up. They 
seem perfectly satisfied to look for their own items. 
And they feel more encouraged in a self service store 
than in one where clerks are always at hand.” 

To this, he adds: “I believe that extensive display 
of merchandise stimulates more sales than a sales- 
man does.” And he offers this incident as proof. 

One customer came in and asked where planes were 
stocked, walked over to the display and picked out a 
$6.50 item. In about 10 minutes, he picked out a 
power tool priced at $65. The latter purchase was 
made on impulse. 

Self service with a check-out has not destroyed the 
friendly atmosphere of this store. “When customers 
want information, they yell for it,’’ says Mr. Hansen. 
“They won’t even walk over to the check-out counter. 
We just shout the information back if we are busy. 
If we’re not busy, we walk over to see if we can be 
of any help.” 

The store aims at getting 270 customers a day. 
That is the number needed to fulfill its sales quota. 
One Saturday, with no special sale or promotion, the 
customer count was 480. Many Saturdays, the count 
ranges from 350 to 400. 

When the store converted to self service, L. C. Mell, 
owner, and Mr. Hansen, his manager, found that their 
conventional 5x7 ft islands gave them 41 sq ft of dis- 
play area because of shelf overhangs and stock bin 
space near the floor. So they designed their own 
island fixtures which are 2'4x5 ft and though smaller 
provide 44 sq ft of display area. 
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the cashier at the main floor check-out. The cashier 
also takes care of charges, having an index file of all 
charge customers, as well as cash sales. She keeps a 
check on delinquent accounts and calls them on the 
phone when necessary. 
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These new islands have adjustable shelves on “x-in. 
pipe risers with a display level near the floor. Twelve 
of these small islands and one larger island are used. 

Mr. Hansen reports that six months’ experience 
with the new fixtures proved that customers will buy 
merchandise from the low shelves if it is well dis- 
played. Both he and Mr. Mell feel that they gained a 
great deal in building their own islands to fit the over- 
all store space, 40x50 ft. 

With the conversion to self service, no special pro- 
motional drive was put on. Only the new islands were 
installed, and self service signs were hung. One large 
sign, with an arrow, points to the check-out location. 

Displays are checked every second day. Reserve 
stock when needed is brought from the basement and 
froma stockroom at the rear of the building. 

No shopping carts are used. Customers are ex- 
pected to select and carry their purchases to the check- 
out, and they do. 

Two of the store’s important service features are 
its rental and its repair services. A large sign on 
the side of the store, facing a well-traveled street, 
lists the numerous rental items available. 
include: 

Appliance carriers, pick axes, block and tackle, buf- 
fer, chain hoists, disc sanders, gear pullers, ladders, 
paint sprayers, pipe cutters, sanders, edgers, two-wheel 
carts, tin snips, sewer rods, mitre boxes, and many 
other items. 

Mr. Hansen reports that many of these items are 
in constant demand. 
builds store traffic. 

Repairs are another means of turning customer 
into good friends. If items are brought in for repair, 
just as fast as possible the store repairs them. 


These 


The service is profitable and 


One man who had an electric saw which someone 
had told him would cost $30 to have repaired brought 
it in. Inspection showed that all that was needed 
was to replace a sheared bolt. It was replaced for 10 
cents and that man has since sent many customers to 
the store. 

Another who could not buy a double switch socket 
anywhere was shown how he could place two singles, 
side by side, to get the same effect. 
a suggestion like that. 

Consequently, with self service and service, this 


He appreciated 


neighborhood store is now doing a larger volume of 
business than before with no need to increase its 
sales staff. 











































Self Service Round-Up at Lawndale Hardware Mart, Lawndale, Calif. 
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California Dealer Now Gives 


Better Customer Service 


Lawndale Hardware Mart 
14905 Hawthorne Blvd. 
Lawndale, Calif. 


service. You are not 
neglecting them by 
making them help 
themselves,” 
roy J. Herbers who 
operates the Lawn- 
dale Hardware Mart. “Your sales force is available 
when wanted. 

“People are in the habit of serving themselves in 
grocery stores. They do it without question in the 
self service hardware store. 

“Profit-wise, the sensible thing to do is to change 
over to self service. Twice the number of customers 
can be handled by the sales force. That is a large 
overhead saving. 

“Also, because customers shop around looking for 
the item they want, most of them end up with one or 
more additional purchases. That spells more profit.” 

The Hardware Mart occupies a 67x30 ft store room, 
which is to be increased. There is also a 12 ft sq room 
which is used for the electrical department. Mr. 
Herbers employs two sales clerks and a cashier. The 
cashier is on duty at the check-out from 10 a.m. until 
closing and when not busy at the check-out she helps 
with the storekeeping chores and waiting upon cus- 
tomers. 


says Le- 


Customers Can Shop Easier 


In This Oregon Store 


service was 


Tops All Home Self 


carried one step fur- 
n . . 
and Garden Shop ther in this new hard- 


9250 S.E. Stark ware store with the 
Portland, Ore. 


installation of shop- 
ping carts. They have 
importan 
factor in building sales to the $100,000 yearly volume 
level in the first six months of the store’s operation. 

The store, in the Eastgate Shoping Center of Port- 
land, offers 5,000 sq ft of hardware and kindred lines, 
in a lay-out patterned after supermarkets. Merchan- 
dise is displayed for self selection and departmen- 
talized, the main merchandise sections being hard- 


been an 


HARDWARE AGE, DECEMBER 23, 1954 


“Customers like self 





There is one check-out, occupying a 3x9 ft area, 
There also is a turnstile through which customers 
entering the store have to pass. 

One of the two salespeople concentrates on helping 
customers while the other has additional duties. Pric- 
ing is done by a bookkeeper who marks the retail price 


directly on invoices. Then one of the sales clerks 
marks the prices on every item from the invoices. 
Grease pencil is used for marking larger items or 
when there are only a few items. A rubber price 
stamp is used for smaller items. 

Items on which it is expected to hold a week-end 
sale are marked in pencil so that when the sale is on, 
the regular price can be erased, and the special price 
substituted. When there is a sale on paint, only the 
prices on top cans in the display rack are changed. 

To speed up operations, as many items as possible 
are pre-packaged in the store. Washers, bolts, hooks, 
cabinet hardware, etc., are put up in cellophane bags. 
Nails are packed in 1, 2, and 5-lb bags. The nail size, 
weight, and price are marked with grease pencil on 
each bag. 

The store is as completely departmentalized as pos- 
sible. The cash register is keyed for the departments. 
This gives Mr. Herbers some measurement of the 
state of business in the various departments in hi: 
store. 

For merchandise which is fast-moving, a perpetual 
inventory is kept. This consists of a card system. 
Purchase date, source, quantity received, wholesale 
and the retail selling price for every item are noted on 
cards. Each time an item is sold, it is marked on the 
card, thus management gets an accurate picture of the 
sales history of those items. 
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ware, gift and housewares items and garden supplies. 

The use of shopping carts has proved to be unusually 
successful contributing to the fact that the average 
sale per customer ranges from $2.25 to $2.50. 

Thirty of the nesting type of carts are placed along- 
side the check-out counter rail. The carts, which take 
up only a few square feet of floor space, are painted in 
the six store colors—chartreuse, coral, light blue, 
canary yellow, gray, and green. They have a small 
mesh basket so that small items do not slip through. 

The basic purpose of shopping carts is the same for 
a hardware store as for a grocery, says Glenn R. 
Silverthorne, president of the organization which owns 
the store. It is to get customers to buy more mer- 
chandise. 

Without a cart, the customer will usually limit his 
purchases to what he can carry in his arms, except 
for merchandise he came in specifically to buy. 

A customer will seldom bring his purchases to the 
counter and then return to the rear of the store to 
look at more merchandise in which he may be casually 
interested, is management’s opinion. Moreover, that 
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Self Service Round-Up at Tops All Home Store, Portland, Oregon 
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cuts short any further time spent in just shopping the 
store which could result in either an immediate or 
future sale. 

With shopping carts, however, many customers 
make a leisurely inspection of merchandise in the en- 
tire store, observes Jerry Kasserman, who manages 
the Home and Garden Shop. Some will shop around 
for more than an hour before finally taking their pur- 
chases to the check-out counter. 

Mr. Kasserman recalls one specific instance when 
two men came in one evening to pick up one gift, and 
checked-out, when through shopping, with some $60 
worth of merchandise. 

The fixtures are so arranged that foot traffic must 
return to the check-out which is located in a front 
corner of the store, in front of the entrance. This 
results in “automatic cart return” whereby the shop- 
per returns the cart to the cart storage area instead 
of leaving it on the other side of the store. 

Entrance to the store is through a turnstile and 
through an aisle along side of the check-out. Mer- 
chandise counters placed along the front of the store, 
block off most of this area, encouraging customers to 
return to the point of entry. While there is a con- 















. . . big, overhead sign above, left, 
directs shoppers to check-out 


. signing at displays above, right, 
encourages shoppers to serve them- 
selves 


store-designed fixtures, though 
smaller than old ones, provide more 
display area 


venience aisle at the other side of the store, it is so 
narrow as to discourage its use by a customer with 
a shopping cart. 

While self service is the basis of the store’s mer- 
chandising policy, no attempt is made to operate solely 
in that manner. There are many items which require 
personal service for their sale, and the store’s sales 
staff is alert to customers’ needs. 

In general, it is the policy to observe the customer 
closely to see whether he desires personal service 

The Tops All Home and Garden Shop is owned by 
Tops All Foods, Inc., an organization of which Mr. 
Silverthorne is president. Although he has been a 
supermarket operator for many years, he does not 
operate the Home and Garden Shop as a branch or 
subdivision of his Tops All Foods Supermarket. The 
Home and Garden Shop is managed by Jerry Kasser- 
man who has 15 years’ hardware experience. 

Mr. Silverthorne entered the hardware business in 
order to develop the drawing power of the shopping 
center. The building in which the store is located 
had been empty for some time. Its acquisition by a 
hardware store rounds out the shopping center’s re- 
tailing activities. 
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An inventory team 
checks toy stock 
caller in foreground 
doing actual phys- 
ical counting and 
calling the retail 
price. Man with pad 
enters quantity of 
each item next to 
previously made en- 
try for those units. 


How Do You Take Inventory? 


A Connecticut dealer’s staff records kinds of stock and location during 
regular store hours. Then actual counting is done in less than one day 


while the store is closed 
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One of the firm's inventory sheets having space for com 
plete data on each phase of the inventory-taking job. 
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How can you take the headaches out of taking inven- 


, tory? 


At Silliman’s, Inc., in New Canaan, Conn., inventory 
taking is, according to E. D. Drew, who is manager 
of the store, a “comparatively painless” procedure. 

Advance planning is the reason. 

Inventorying is usually done on the Wednesday 
nearest Jan. 10. 

Between Christmas and inventory-taking day no 
merchandise is shifted in the store nor in the firm’s 
storage building. Sales clerks start right after 
Christmas to enter on numbered inventory sheets the 
kinds of stock on hand, including their retail unit 
prices. 

No quantities are noted at the time these sheets are 
prepared. 

Lists are made on 81'4x11-in. inventory forms, 
each loose-leaf sheet of which has its serial number, 
plus spaces for date, caller, clerk making entry, and 
department name and location. Space is also provided 
for indicating who prices the sheet, who extends it 
and who examined the page for a final check-up. 
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Serially numbered sheets are issued in blocks of 100 
to each department, the quantity issued being based 
on a number in excess of those used the previous year. 
When inventorying has been completed every sheet 
must be turned in, whether filled in or unused, for 
checking against the master control record of all in- 
ventory sheets issued. 

Floor plans have been drawn for each of Silliman’s 
five floors in its two buildings. These are on 24x30-in. 
sheets of heavy cardboard. Each floor is marked off 
into sections, bearing code numbers always used to 
identify those same sections regardless of the type of 
merchandise in them, and even though those shelves 
may be used for other merchandise in other seasons. 

Serial numbers of each block of sheets are noted in 
the proper section on the floor plan—for example 1101- 
1400 at section A-28. This indicates the sheet on 
which the inventory record for that section was en- 
tered. 

In addition, the inventory sheet shows the section 
code number indicating physical location of specific 
types of merchandise. 

On inventory day, the store remains closed for the 
entire day. Employees work in teams of two, one 


One of the floor maps used in taking inventory. 


counting, the other recording the quantities and the 
retail price. 

Extensions for each item are done in the office. 
Inventory-taking is always completed by 4 P.M. 

Each department head in the store receives an in- 
ventory statement once a month. 

The monthly inventory is arrived at by adding to 
the previous month’s record all department purchases, 
plus their mark-ups, plus transfers into the depart- 
ment. From this total are deducted sales, markdowns, 
transfers out and merchandise used by the store. The 
resultant figure is the net inventory on hand. 

Department managers statements of 
sales for each month as compared with volume for 
the previous month and for the same month of the 
These statements show the month’s 
turnovers and stock shortages as compared to those 


also receive 


previous year. 


for the previous periods. 

Although the monthly inventory check-up is not an 
actual physical count, these records help department 
managers keep close tabs on the various types of mer- 
chandise, how well they are moving. 

Discrepancies between the physical count and the 
month-by-month check-up are less than one per cent. 
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New Tax Laws Can Be Used 


To Improve Employee Relations 


Employers now can establish company policies, without cost to them, that 


will help employees enjoy more tax benefits on their personal returns 





This is the second article 
by a partner in this well- 
known New York firm of taz 
advisers on how business men 
can use the concessions and 
incentives written into the 
new tax code. 

The first article on some 
features of the new code that 
concern business generally 
was published in HARDWARE 
AGE, Dec. 9 issue, on page 52. 

The author points out this 
significant fact: the benefits 
to business men in this new 
code are significant, but that 
it is up to business men to 


claim these benefits. 











Much of the attention business 
men give to the new tax code is 
focused on the benefits to business. 
These benefits are substantial. 
But they’re only a part of the new 
tax package. 

In this article we want to point 
out some of the provisions that you 
can use in your business to make 
the life of your employees more 
pleasant, that can be used to bol- 
ster your employee relations. 

Once again, we can only flag 
some of the standout changes in 
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by Howard F. Elin, 
J.K. Lasser & Co. 
New York 


the code for you. To take full ad- 
vantage of all that the new law 
offers, you’ll want to have a de- 
tailed session with your tax ad- 
viser. 

Here are a few of the ways that 
the law can work to improve em- 
ployee relations and morale: 


Injury, Sickness Benefits. Previ- 
ously workers paid no tax on sick- 
ness or injury benefits received 
under plans purchased by their 
employers through insurance com- 
panies. But they had to pay on 
benefits received under plans 
where the employers were self- 
insurers. That’s been changed. 

Now you can arrange that your 
employees get benefits, without 
tax, even if you are self-insured, 
provided that the benefit payments 
meet any of these conditions: 

That they are repayments for 
the medical costs incurred by the 
employee for himself, his wife, or 
for other dependents. 

That they are for permanent 
injury, permanent disfigurement 
of the employee, his wife, or other 


dependents, or for loss of use of 
part of the body. Here the pay- 
ments are based on the nature of 
the injury and not on the relation- 
ship to the length of time that the 
employee is out of work. They are 
not for medical expenses. The em- 
ployee can deduct his own medical 
costs in connection with his in- 
juries without having them re- 
duced by the amount of the pay- 
ment. 

That they are wages or reim- 
bursement for loss of wages for 
the period the employee cannot 
work because of sickness or in- 
jury. The worker pays no tax on 
any amounts up to $100 a week 
of such benefit payments. How- 
ever, the exclusion does not apply 
during the first seven calendar 
days of absence unless the absence 
from work results from personal 
injury, or unless the worker is 
hospitalized for at least one day. 

For example: Jones is out sick 
for 10 working days. He is not in- 
jured and does not need hospital 
care during that time. He gets pay- 
ments for the full 10 days. But 
payments for only three of the days 
are tax free. 

Suppose, however, that on the 
eighth day Jones goes to a hos- 
pital. He stays overnight and 
leaves the next day. The payments 

(Continued on page 36) 
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Storage section in 
which rental units are 
displayed to remind all 
visitors of the depart- 
ment's varied offerings. 





10% of Volume in Rentals 


A New Mexico store does this volume with 


good variety of items given constant advertising 


Ellis De Long successfully rents 
24 pieces of portable rental equip- 
ment so steadily that this depart- 
ment accounts for 10 pct of his 
total volume. 

Operating a hardware and build- 
ing supplies business under the 
name De Long’s Business in Taos, 
N. M., he says, “It is advisable to 
put a tool rental department in 
charge of a person handy with 
tools, a man able to service ma- 
chines and replace switches, brushes 
and bearings. An adequate supply 
of these parts must be kept on hand 
at all times for a tool out of com- 
mission makes no money.” 

Mr. De Long has maintained his 
rental department for the past 
eight years. In addition to provid- 
ing tool rental service, he offers a 


wide range of other services to 
attract business from farms and 
ranches within a 50-mile radius of 
the store. 

In the area served by De Long’s 
Business the REA has just recently 
extended its lines throughout its 
entire territory to make power 
available to farms and ranches 
within a 50-mile radius. The many 
new users of electricity are renting 
hand saws, floor sanders, disc sand- 
ers and drills to further modernize 
their homes. Some of these rentals 
later result in purchases of new 
units from the firm. 

Rental machines are used in con- 
struction of new buildings and for 
repairs and modernization of older 
structures. 


HARDWARE AGE, DECEMBER 23, 1954 


A classified ad offering portable 
tools for rent is used constantly in 
a local newspaper to ever remind 
residents of the area about the De 
Long rental service. 

The minimum rental fees on 
most tools are slightly in excess of 
the half-day price for those units. 
This policy is followed because 
many people renting tools by the 
hour will abuse the machines in 
order to finish all of their work in 
the fewest possible number of 
hours. 

In addition to having a compe- 
tent man to manage the rental de- 
partment, keep rental units in good 
operation, the firm insists that all 
tool rental customers be given com- 
plete instruction in their proper 
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SURE SELLING 





SPECIAL SPRING 
Offer! 
40+10% 


FOR vou! 


Retail Price... 79 
YOUR PROFIT 36¢ 


Just compare this to selling a 98¢ 
Pump Gun with a profit of only 
30-33¢! Bonide gives you and the 
customer more for your money! 


GARDANE 48% Chlordane in the 


6-0z. bottle retails ot $1.15. 


BONDANE 5% Lindane in the 
8-oz. bottle retails ot $1.25. 


MALATHOX — 50% Malathon in 


the 3-oz. bottle retails at 89c 


D-D-IDE — 20% DDT Emulsion in the 


8-oz. can retails ot 85c. 


GREENTOX — 100% Active Liquid 
Rotenone Spray in the 6-02. bottle retails 


at $1.25 


Bonide has o complete Pesticide Line 
with the self-dispensing Squeeze Can; 
eliminates stocking dusters and refills! 


CONTACT YOUR DISTRIBUTOR 
FOR QUANTITY DISCOUNTS 
OR WRITE DEPT. A 


BONIDE 


CHEMICAL COMPANY 
UTICA 4, NEW YORK 











te 


Ellis DeLong, left, shows a tool rental cus- 
tomer the operating features of a floor machine. 


use when hiring such equipment. 
Customers are warned of all pos- 
sible hazards in the use or abuse of 
power equipment. 

Few rental department custom- 
ers visit the store to pick up or 
return power tools without buying 


a wide variety of materials. Numer- 
ous impulse sales of entirely unre- 
lated merchandise are also made to 
these customers. 

Company letterheads, advertising 
material use the slogan, “De Long’s 
business on the constructive side.” 





New Tax Laws Can Be Used 


To Improve Employee Relations 


(Continued from page 34) 


for the entire 10 days are tax free 
up to a maximum of $100 a week. 

Smith, on the other hand, is out 
sick, but not hospitalized for three 
days. On the fourth day he is in- 
jured. He remains away from 
work for five days more. Payments 
for the first three days are tax- 
able, but the benefits for the next 
five, again up to $100 per week, are 
tax free. 


Death Benefits. The prior code 
provided that an employer’s pay- 
ments of death benefits up _ to 
$5,000 to the beneficiaries of a de- 
ceased employee were tax exempt. 
But there had to be a contract 
calling for such death benefits. 
Now there’s no tax even without 
a contract. 


Stock Options. The new code 
gives to the so-called “variable 
price options” the same tax bene- 
fits provided for “restricted stock 
options.” 

Stock options no longer need be 


restricted to a_ specified dollar 
amount. The option price can be 
based on a formula. Your em- 
ployees, therefore, can be safe- 
guarded against a decline in the 
market price of the stock. 

For example, you peg the option 
price at a percentage (not less 
than 85 pct) of the value of the 
stock during any period of time 
up to six months. The six month 
period has to include the day on 
which the option is exercised. If 
there is a decline in the value of 
the stock during the interval be- 
tween the issue of the option and 
the exercise by the employee he is 
fully protected against loss. 

Under a fixed option, the em- 
ployee pays a fixed dollar amount, 
not less than 85 pct of the market 
value of the stock at the time the 
option was granted, without re- 
gard to market price afterwards. 
The only condition for the variable 
price option is that the employee 
would have paid not less that 85 
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V-BELTS 


The 37 most popular sizes 

U.S. Rainbow® H-37 Assortment carries the 
37 light-duty V-Belts that enable farmers, shop 
mechanics and householders to service most of 
their own appliances. As a dealer, you can 
quickly fill their demands from this assortment 
and obtain immediate replacement from your 
jobber or any of the 25 strategically-located 
“U.S.” District Sales Offices. To catch the cus- 
tomer’s eye, “U.S.” offers you a 


Counter stand that takes up only 
18 inches of space 

Watch it do a solid selling job for you. This stand 
not only keeps the belts in full view, but solves 
your storing problem. It holds up to 70 belts. 


Plus four valuable sales aids 


e Large, colorful poster to identify your store 
as an outlet for U.S. Rainbow V-Belts. 


e Handimeter that quickly measures length 
and width—very valuable where the brand 
on the belt to be replaced is not readable. 


e Catalog listing over 8,000 makes of light- 
duty machines along with belt-length 
tables and changeover charts. 


e Handy card which lets you keep a running 
record of your sales. 


Order from your jobber or write to address 
below. 


“U.S.” Research perfects it. 
“U.S.” Production builds it. 
U.S. Industry depends on it. 
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FROM ONE SOURCE 


U.S. Rubber offers you, from one source, these fast- 


moving, profit-making items: 
e V-BELTS 
¢ TAPE (friction and plastic) 
¢ MATTING 
e GARDEN HOSE 





UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints « Rubber-to-metal Products « Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels + Packings + Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings *« Conductive Rubber « Adhesives « Roll Coverings *« Mats and Matting 
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Bendix”. 
muti Speed 


POWER BRAKE 






NOW... AVAILABLE 
ON 15 LEADING 
AMERICAN BIKES 


The prompt and widespread endorse- 
ment of the new Bendix* MultiSpeed 
Power Brake by leading American 
bicycle manufacturers indicates most 
emphatically that here indeed is the 
one coaster brake tailored to meet to- 
day’s selling problems. 


With the biggest sales volume of the 
year just around the corner, make sure 
that your stocks are adequate to meet 
the demand that the Bendix aggressive 
national advertising campaign is creat- 
ing for bikes equipped with the new 
Bendix MultiSpeed Power Brake. 


*REG. U.S. PAT. OFF 


BE SURE TO SPECIFY 
BENDIX MULTISPEED 
POWER BRAKES 


WHEN YOU ORDER 
FROM THESE MANUFACTURERS: 


% COLUMBIA SPEEDLINER 

%& EVANS-COLSON INTERCEPTOR 
% B. F. GOODRICH 

GOODYEAR HI-SPEED 
MONTGOMERY WARD HAWTHORNE 
HUFFY 

GAMBLE METEOR-HIAWATHA 
ROADMASTER 

ROLLFAST AMERICAN FLYER 
SHELBY GOLDEN EAGLE 
SHELBY AIRFLO 

MONARK SILVER KING 
SCHWINN TIGER 

SCHWINN AMERICAN 
SCHWINN CORVETTE 


+ + + tt EO OE OO 


ECLIPSE MACHINE DIVISION 


“Genii” 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 
205 East 42nd Street, New York 17, N. Y. 
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Do You Know...... 


are self-insured? 


business expenses? 





. . » That you can arrange for your employees to get 
injury and sickness benefits without being taxed even if you 


... That there does not have to be a contract now to 
have tax exempt death benefits go to an employee? 

. .. That your stock options to employees need not be 
restricted to a specified dollar amount? 


. .. That your expense account policies can be set up to 
be of material aid to employees in claiming deductions for 








pet of the stock’s market value at 
the time of granting, if he had 
exercised it then. 

A practical application of this 
rule is to give your employees two 
stock options now: one, a fixed 
dollar option; the other, a variable 
price option. If the stock goes up, 
the employees use the fixed option. 
If the stock goes down, they use 
the variable price option. Either 
way, employees get the stock at 
the lowest possible price. 


Expense Accounts. A great deal 
of personal spending is sometimes 
involved in business. 

Normal routines call for the em- 
ployer to directly pay part of what 
seems to be entertainment, club 
dues, club expenses, and compar- 
able costs. Much more might be 
directly paid for when the pay is 
intended to permit essential ex- 
penses. Certainly that is justified 
if the money is spent in a way re- 
quired by the employer. And _ if 
you can do it, you might cut the 
employee’s tax. 

Direct payment of all costs di- 
rectly required by the business, 
much the same as there is direct 
payment of traveling expenses, 
may be the way to end the diffi- 
culty of tax proof that these are 
business costs. 

The tax people are tough on the 
employee. If you pay your people 
for their expenses, they must in- 
clude as income the amount re- 
ceived in reimbursement. They 
may then deduct their actual ex- 
penses. Then they can deduct 
their costs, only if they can prove 
that their compensation plan 
specifically requires it. 


Reimbursement Arrangement. 
Employees can best get tax credit 
for their entertaining, on top of 
the standard deduction, by ar- 
ranging for reimbursement as part 
of their compensation. They re- 
port reimbursements and deduct 
the offsetting expenses. 

Reimbursement may be a fixed 
allowance over and above salary 
or merely the right to put in ex- 
pense slips. 

A smaller salary or commission 
rate plus expense allowance, fre- 
quently produces more “take home 
pay” than a higher salary or com- 
mission rate with no expense al- 
lowance and no tax credit for ex- 
penses except “travel away from 
home.” 

Expense Tie Ins. Employers 
should get expenses of executives 
and salesmen tied in to company 
purposes. The Treasury may ask 
whether expense payments to em- 
ployees were actually used in com- 
pany business. Having the com- 
pany pick up the check minimizes 
this risk. 

This doesn’t mean issuing com- 
pany checks for purely personal 
expenses. 


Follow these practices: 

Where possible, an executive's 
entertaining andtraveling ex- 
penses should be directly paid for 
by the company. This can usually 
be arranged easily enough through 
credit cards, with the bill and sup- 
porting chits going to the com- 
pany. Where the executive must 
lay out cash, get a memo on the 
purpose and an accounting for the 
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CRESTOLOY 
WRENCHES 


Forged from Crescent’s own CRES- 
TOLOY Steel, these fine wrenches are 
200% thinner than 
conventional adjustable wrenches. 
They are hardened by a selective in- 
duction process which guarantees 





stronger and 30% 


longer life through a combination of 


surface hardness and interior tough- 
ness. Chrome plate finish. Sold by 
Industrial Distributors and Hardware 


Dealers everywhere. 






e-— 











Five sizes, 
4 to 12”, in pattern 
illustrated above. 












, 


‘@)) DOUBLE END 


~~ Four sizes in 4-6", 
6-8", 8-10",and 10-12” 


5 size combinations. 


TAPERED 
HANDLE 
Three heavy-duty sizes, 
15”, 18" and 24”, have 
tapered handle as 
illustrated. 





















CRESCENT TOOLS 


a 
> 
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a of the Ofrtisan 


Say 6. Symbol of, Erccllence 





Crescent is our trade-mark, registered in the United States and abroad, for wrenches ond other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPA 
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This Display Sells Them 


@ Occupying but little space, this self- 
serving display stand attracts customers, 
makes buying quick and easy, and saves 
time of sales people. 

This 48 piece assortment offers a com- 
plete selection of punches and chisels 
for every need — with good mark-up. 
Proved sellers, these punches and chisels 
are backed by 58 years’ experience. 


Vichek Value Keeps Them Sold 





STANDARD 


PUNCH and CHISEL SETS 


Square Carbon Steel 

Red Metal Wrapper 
This set enables you to sell not 1 but 
5 pieces at a time. Set contains 12” and 
58” edge chisel, %’ and 4" solid punch 
and ¥” center punch. 


How’s your stock? 





3001 East 
Cleveland 4, 
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amount of any advance or reim- 
bursement. 

Where an executive uses an auto 
for both business and personal 
purposes, depreciation and operat- 
ing expenses should be allocated 
on a mileage basis. Give the com- 
pany a statement to cover the em- 
ployee’s payment for personal use 
of a company car or the company’s 
payment for business use of the 
employee’s car. 

Where both business and per- 
sonal use is made of a club, bills 
should be turned in to the com- 
pany. Try to have business en- 
tertainment segregated on the bill. 
If that’s not feasible, work out a 
percentage allocation based on ex- 
perience over a reasonable period 
of time. On business entertaining 
at home, put in a memo to the 
company requesting current re- 
imbursement and identifying the 
matter or transaction against 
which the expenses should be 
charged. 


Expense Account Policy. The 
employer should establish the 
duty of an executive or salesman 
to bear expenses not reimbursable 
to him. The Treasury tends to 
claim that business expenses 
claimed by the employee are not 
really his expenses, but those of 
the company. Then, the employee 
is not allowed to deduct them on 
his tax return. 


Recently a salesman succeeded 
in establishing the right to de- 
duct expenses incurred by him 
personally. He was helped by a 
company policy memo stating that 
salaries paid required employees 
to do their own spending. A policy 
statement like this helps to sus- 
tain an executive’s right to deduct 
his personal business expenses. 


Helping Employees. Unless em- 
ployees have records, tax authori- 
ties will estimate their expenses. 

To remain in control of the 
situation, tell your employees this: 

See that your expense records 
are specific as to amount and pur- 
pose. 

That auto, home entertaining 
and such common expenses are 
broken down between personal and 
business. 

That all expenses are broken 
down between expenses incurred 
in your home town and away from 
home. 

That your expenses are sup- 
ported by tangible evidence. 

That book entries are best. 
Diary notes and memos with time, 
place, purpose and amount are 
good. Retain bills, receipts, can- 
celled checks. Pay by check or 
credit card as much as possible. 
Use some kind of a diary or day 
book to make mileage notations, 
notes on cash expenditures, etc. 





Bargain Counter 


How to dispose of shelf warm- 
ers? At the Reinhold Ace Hardware 
store at W. Lisbon Ave. and N. 
24th St. in Milwaukee, shelf warm- 


ers—one of a kind, out-of-season 
items and shop-worn merchandise 
—are shown on a bargain counter. 
Shopworn items are moved quickly. 
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2150 
DOOR: 
KNOCKER 








2702 
DOOR 


STOP SCHOOLS 
HOLDERS 


25% 
EXTENSION i 
FLUSH BOLT 





*) 


2353 


HOSPITALS PULL PLATE 


CHOOSE g BUILDERS’ HARDWARE 


On architectural contracts where 
quality must be high and the 
price reasonable—your selection 
of SAFE Builders’ Hardware . . . 
the fine quality, truly competitive 
line . . . may well mean the dif- 
ference between losing or gain- 
ing a profitable contract. 


Write for FREE Catalog giving com- 
plete details on our extensive line. 


Order from your jobber 





PADLOCK and HARDWARE CO. 
LANCASTER, PA. 
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Manufacturers 


Managing direc- 


814 Metcalf Bldg., 


Sponsored by the Gar- 


, Indianapolis 4, 


(International), 


Sponsored by the American Society 
Ventilating Engi- 


Independent Housewares Exhibit Jan. 


, manager, Jules Karel, 
8 South Dearborn St., 


H mnter-S hemes 


National Indus- 


Hardware and allied 
trade events up-to- 
date in each issue of 
Hardware Age 








Events 


Volunteer Bldg., Atlanta, Ga., E. 
L. Pugh, secretary-treasurer. 


Lamp Show, Jan. 16-21 at the Hotel 
New Yorker, New York City. Under 
George F. Little Management, 220 
Fifth Ave., New York 1, New York. 


National Builders Hardware Exposi- 
tion, Sept. 18-21 at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectural 
Hardware Consultants, executive 
secretary. W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 420 Madison Ave., New 
York 17, New York. 


National Fishing Tackle Show, Aug. 
7-12, at the Conrad Hilton Hotel, 
Chicago. 


“National Hardware Show, Oct. 17-21 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 
rector. 


National Housewares & Home Appli- 
ance Show, Jan. 13-20, at the Navy 
Pier, Chicago, and July 11-15, at 
Convention Hall in Atlantic City, 
N. J. Sponsored by the National 
Housewares Manufacturers Assn., 
1140 Merchandise Mart, Chicago 
54. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Association 
annual congress, July 11-14, at 
Hotel Statler, Buffalo, N. Y. Man- 
aging director, Russell R. Mueller, 
964 N. Pennsylvania St., Indianapo- 
lis, Ind. 
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Svs the store with the friendly, open 
appearance that attracts the at- 
tention of the passer-by and gets 
the business. That’s why so many 
merchants and other business men 
have decided to use Pittsburgh 
Open-vision Store Fronts to mod- 
ernize their properties. 

Perhaps vour own hardware store 
could benefit from this type of mod- 
ernization, too. Just look at this at- 


Store Fronts 


and Interiors 


by Pittsburgh 





GLASS 


lp PAINTS 
G 


PITTSBURGH 





tractive establishment . . . Philipp 
Hardware, Lake Park Shopping 
Center, Dallas, Texas. Its smart, 
modern and inviting appearance is 
due in large measure to its attractive 
Pittsburgh Open-Vision Store Front, 
featuring Pittsburgh Polished Plate 
Glass, Pittco® Store Front Metal, 
Herculite® Doorways and Pittsburgh 
Plate Glass Mirrors. The architect 


for this eye-catching design was 











Geo. N. Marble & Co., Dallas, Texas. 

To get more information on Pitts 
burgh Store Front Products for both 
new building and modernization 
just send for a free copy of our book 
let, “How To Give Your Store The 
Look That Sells.” We will also be 
happy to give vou a free estimate on 
a new store front. Just send in the 
convenient coupon below. There is 


no obligation, of course. 


' 

Pittsburgh Plate Glass Company ' 

Room 4382, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa : 

[_] Please send me a FREE copy of your modernization ; 

booklet. - 

[_] Have your representative give me a free estimate on a - 

new store front. ' 

' 

galls ree : 

Ose ‘sveee seaoees Se err : 

eee ree ere State : 

' 

CHEMICALS BRUSHES PLASTICS FIBER GLASS 

PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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MR. FAMILY-FUN SAYS — 


ONLY 


SOUTH BEND 
CROQUET 
HAS A. 








KNURLED and 
GROOYVED BALL! 


Color won't come out of groove. 


Balls do not mar as easily as 
smooth type, and their roll is 
straighter and more accurate. 


Made of seasoned rock maple. 


13 models of South Bend Croquet 


fit every customer need! 











Write for 1954 Catalog and 
name of nearest Jobber. 








SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th Sc.,N. Y. 


South —Louis Williams & Co., 3rd National 
Bank Bldg., Nashville, Tenn. 


Midwest-South Bend Toy Mfg., So. Bend, Ind. 


Calif. & §. W.- Anderson Sales Company, 
730 W. 10th Place, Los Angeles 15, Calif. 


Denver & Pac. N. W.-Leo Scherrer, 2840 W, 
94rd St., Seattle 7, Wash. 
SOUTH BEND TOY MFG. CO. 
Dept. HA-12 South Bend 23, Indiana 


CROQUET SETS * DOLL CARRIAGES— 
Folding, Fibre, and English Coach « 
DOLL STROLLERS + JUVENILE FURNITURE 
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| Retail Equipment Show — National 
Retail Industry Show—of store, of- 
fice and warehouse equipment, Jan. 
7-11 at Madison Square Garden, 
New York City. Sponsored by Store 
Modernization Institute, 20 E. 55 
St., New York City. 


Southern Wholesale Hardware Assn. 
in joint convention with the Ameri- 
can Hardware Manufacturers Assn., 
April 10-14, at the Palm Beach 
Biltmore, Palm Beach, Fla. Man- 
aging director, SWHA, is T. W. 
McAllister, 814 Metcalf Bldg., Or- 
lando, Fla. Secretary, AHMA, is 
Arthur W. Faubel, 342 Madison 
Ave., New York, New York. 


Sporting Goods Show and Convention, 
Feb. 6-10 at the Morrison Hotel, 
Chicago. Sponsored by the National 
Sporting Goods Assn., 1 No. La- 
Salle St., Chicago 2, G. Marvin 
Shutt, secretary. 


Toy Fair, March 7-16 at the McAlpin 
and New Yorker Hotels and in per- 
manent manufacturers’ showrooms 
at 200 Fifth Ave., 1107 Broadway 
and other nearby locations. Spon- 
sored by Toy Manufacturers of 
U. S. A., Ine., 200 Fifth Ave., New 
York City. 


Regional Events 


Ace Annual Convention, Jan. 24-26, 
at Conrad Hilton Hotel, Chicago. 
Convention manager, Arthur Kraus- 
man. 


American Hardware Supply Co. Mer- 
chandise Fair and _ Stockholders’ 
Meeting, Jan. 31-Feb. 1, at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh 19, Pa. 


American Supply & Machinery Mfrs. 
Assn., Inc., regional meeting, Feb. 
| 28-March 1 at Philadelphia, Pa. 
Hunter-Thomas , Associates, 2130 
Keith Bldg., business manager for 

the Association. 


Builders Hardware Conference (Pa- 
cific Coast), April 24-27 at the 
Arizona-Biltmore Hotel, Phoenix, 
Ariz. Sponsored by the Southwest 

Chapter of the American Society 

of Architectural Hardware Consul- 
tants with the assistance of the 
Builders Hardware Club of South- 
ern California and Chapter 18 of 
the National Builders Hardware 
Association. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 6-9 at the 
Nicollet Hotel, Minneapolis, Minn. 
Sponsored by the Coast-to-Coast 
Stores Central Organization, Inc., 
29 Main St., S. E., Minneapolis 14. 


Cotter & Co. annual stockholders’ and 
dealer meeting and merchandise 


Victor Bait Bucket 
means BIGGER 
PROFITS 


SNUG- FITTING lio 
OF MOLDED Figs 





At their low price, your 
fishermen customers will 
buy two or three of these 
sturdy VICTOR bait buckets—they’ll 
really build profits for you! Four sizes- 

No. 4,$ .89 No. 10, $1.50 

No. 6, $1.00 No. 20, $3.50 
Shipped nested for minimum storage 
and display space. Liners also avail- 
able. Order from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagoula, Miss. 


. THE TRADE Pavan 
>» DYKEM 
STEEL BLUE ~ 


$$ ———————————___ i 4 


\ Stee! Blue 


— 


With 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. © St. Lovis 6, Mo. 
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YOUR CUSTOMERS 
are OUR SUBSCRIBERS 


The overwhelming majority of Sports Afield readers are steady customers of hardware stores! 


It’s almost 100% in St. James, N. Y. * 
William L. Noftsinger, Owner, St. James 







Hardware Store, says: ‘‘Almost all of your 
subscribers come in here."’ 





Mighty high in Smithtown, N. Y., too! 


Jess P. Nichols, Manager of Bishop's Hardware, 





says: ‘| know everyone on your list. Most of 


them are our customers.”’ 


Most sportsmen are handy-men-around-the- 


house. They have a way with tools as well as fish Py 
and game. That's why Sports Afield readers are —y —— ——— 


such a wonderful market for all sorts of hardware. ~ PORT * A FI E L D 





THE AUTHORITY FOR FISHING AND HUNTING 







A Hearst Magazine 
959 Eighth Avenue, New York 19, N. Y. 
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show, Feb. 13-15 at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 


Gui Show, Jan. 31-Feb. 11 at LaSalle 
Hotel and Palmer House, Chicago. 
Sponsored by the Eastern Manu- 
facturers and Importers’ Exhibit. 
Under George F. Little Manage- 
ment, 220 Fifth Ave., New York 1. 


Gift Show—New York, Feb. 21-25, 
at the Hotel Statler, George F. 
Little Management, 220 Fifth Ave., 
New York 1; Philadelphia, March 
27-30. Under George F. Little Man- 
agement, 220 Fifth Ave., New York 
a oe P 


Hibbard, Spencer, Bartlett & Co. 
Auburn and True Value Associate 
Dealers’ 2nd annual merchandise 
convention, Feb, 21-23, at company 
offices, 2201 W. Howard St., Evans- 
ton, Ill. 


Janney Dealer Show and meeting, 
Jan. 10-12, at the Calhoun Beach 
Hotel, Minneapolis, Minn., Spon- 
sored by Janney, Semple, Hill & 
Co., 22-26 Second St., So. Minne- 


apolis. 


New York Gift Show, Feb. 21-25 at 
the Hotels New Yorker and Statler, 
New York City. Sponsored by Na- 


tional Gift and Art Assn. under 
management of George F. Little 
Management, 220 Fifth Ave., New 
York 1. 


Northern Wholesale Hardware Co. 
convention and merchandise show, 
Feb. 20-21 at company headquar- 
ters 805 N. W. Glisan St., Portland, 
Ore. 


Our Own Hardware Co. Spring Con- 
vention and Trade Show, Feb. 16- 
18 at company headquarters, 618 
No. Third St., Minneapolis, Minn. 


Pacific Northwest China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show, Feb. 20-24, at Audi- 
torium. Olympic and New Washing- 
ton Hotels, and Terminal Sales 
Bldg., Seattle, Wash. 


Portland China, Glass, Gift, Jewelry, 
Stationery, Toy and Housewares 
Show, Feb. 13-16, at Auditorium 
and Plaza Hotel, Portland, Ore. 


Southern Industrial Distributors As- 
sociation, regional meeting, Jan. 
12-14 at the Edgewater Gulf Hotel, 
Biloxi, Miss. E. L. Pugh, 208 Peach- 
tree Arcade, Atlanta, Ga., is secre- 
tary-treasurer of the Association. 


Texas Wholesale Hardware Assn. an- 
nual joint meetings with the Texas 


Hardware Boosters Club, June 17- 
18 at Fort Worth. Secretary-trea- 
surer, Howard Weddington, 1427 
National City Bank Bldg., Dallas. 


Wisco Hardware Co. annual merchan- 
dising school and sales show, Jan. 
17-18 at company headquarters, 15 
S. Brearly St., Madison, Wis. 
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"It's been the last word in automatic 
washers for over 48 hours now!’ 


Feuture a FAMOUS BRAND every woman knows! 


Lustno lane Frozen Food Containers 
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This identical shape permits 
combinations of all sizes to 
STACK uniformly, compactly 

. Nests without wedging 
when not in use 





1 pt. - Ya pt. - 1 qt. - 2 qt. sizes 





; The gals will buy no other, once they experience 
PACKAGED SETS for shopper how one size cover fits all sizes (seals perfectly, too) — how all sizes 

* . nest without wedging, stack and store to save space—why food freezes 
stopping display and conven- faster and containers never “‘ice- up” solid. Home Economists report 


ient thrifty customer purchase. Lustro-Ware Frozen Food Containers are the best they have ever used. 
COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


40 






” Guaranteed by ™ 
Good Housekeeping 





For more sales, higher profits, 
better buy Lustro-Ware Frozen 
Food Containers—your customers 
know Lustro-Ware, trust its guaran- 
teed quality, like its budget price. 


You'll like Lustro-Ware Frozen 
Food Containers just as well as 
your customers. And for a traffic 
stopping plastics center, there 

are over 125 other top volume 
Lustro-Ware items (both rigid and 
flexible plastic) that women shop 
for regularly to brighten kitchens, 
lighten work. Nationally advertised 
and backed by a host of Free 
merchandising aids. Check 
with your distributor about 
Lustro-Ware real soon. 
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Featuring a deeply embossed “small 


square”’ design, Crown Rubber Company’s Sure- 
Grip is an all-rubber stair tread for use on any 
stairway. Sure-Grip, a distinctive departure from 
the conventional corrugated or carpet-like 
treads, is available in 18’’, 24’’ and 36” widths 
—colors of black or maroon—and in regular 
curved nose tread, too. Sure-Grip is safe... dur- 
able ... comfortable to walk on. Write for in- 


formation and samples today! 


CLO 
LULLEL Ce 


FREMONT: OHIO 


See eS 
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A Queen 
Could Buy 
No Finer 
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Magikan 
America’s Finest 
Step-on Container 


Finer for two reasons. |. It is 
built for years of service .. . 
attractive in appearance .. . 
no springs or gadgets to get out 
of order and 2. the exclusive 
squared oblong design means 
greater capacity . . . sell the 
long-profit Magikan, two sizes 
—!5 and 20 quart—cover your 














METALCRAFT 


MANUFACTURING CORPORATION 
1025 Firestone Blvd. . Memphis 7, Tenn. 





P. S. And the MAGITAINER. 


These rust-proof waste baskets 
in four sales proven finishes 
also feature the squared ob- 
long design. Competitively 
priced—but long profit items. 
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WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 51. 


(Continued from page 13) 





tray supported at both rear cor- 
ners by double steel caster wheels. 
Huffman Mfg. Co. 


For more data circle No. 10 on postcard, p. 51 


Door Check 


For aluminum, wood screen, and 
storm doors, this door check fea- 
tures durable cadmium plating, can 
be used with right or left hand 
doors. Spring action prevents door 
from swinging or crashing against 


aa 


outside wall. It is easily attached 
with hammer and screw driver. 
Comes individually mounted on 1034 
x 4% in. display card, 12 cards to a 
box. Suggested retail price is 69¢. 
Sachs Products, Inc. 


For more data circle No. 11 on postcard, p. 51 





Sleeping Bag; Boat Cushion 

This new Tapatco sleeping bag, 
No. 468 (illustrated), is called The 
Nomad. For use in ship bunks or on 
shore, the navy blue sleeping bag 
is 36 x 78 in. Lining is plaid flan- 
nelette; outer covering, water re- 
pellent treated drill. There is a full 
length zipper closure with a double 
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pull thong and a full canopy, which 
forms a duffel when bag is rolled. 
Also new is No. 333 boat cushion 
which is hand stuffed with Java 
Kapok and approved by the U. S. 
Coast Guard. Comes in four color 
combinations: red with blue gus- 
sets, blue with red gussets, yellow 
with green gussets, and green with 





Cushion measures 
American Pad & 


yellow gussets. 
to x 16 x 2 mM. 
Textile Co. 


For more data circle No, 12 on postcard, p. 51 


Electric Fan Line 

New 1955 line of portable and 
stationary fans includes two 20-in. 
models: No. 7620, a deluxe portable 
fan, and No. 7520 (illustrated), a 
unit designed for: window installa- 
tion only. Other units in line are a 
portable 14-in., Model 7414, and 
two Cool-R-Hot fans that serve also 
as heaters or air circulators, Models 
5400 and 5440. Do-it-yourself side 
panel kits are offered for all fan 
models and a portable adjustable 








floor stand for use with the 20-in. 
deluxe model. Arvin Industries, 
Inc. 


For more data circle No. 13 on postcard, p. 51 


Socket Wrench Assortment 

New point of purchase F-1000 
wrench assortment includes six flex 
head socket wrenches in a plastic 


SOCKET 
; ES 
LD) WRENCH Mm 





tool roll, plus an extra stock of nine 
flex head wrenches in various sizes 
and an easel-back three color 20 x 
19 in. masonite display board. 
Wrenches flex to any position in a 
180° radius. Owatonna Tool Co. 


For more data circle No. 14 on postcard, p. 51 


. 
Plastic Salad Bowl 
New 14 in. plastic salad bowl] 
sets on a removable silver-like base. 
Comes in set which includes spoon 





and fork. Available in black, coral, 
green, chartreuse and aqua. Lists 
for $4.98. United Plastic Corp. 


For more data circle No. 15 on postcard, p. 51 


New Play Yard 

New #55 play yard has one-piece 
green floor and yellow plastic top 
rails and natural finish. Constructed 
of seasoned hardwood with heavy 
corner posts and spindles, and a 
Presdwood floor. Hardware is cad- 
mium plated to resist rust. Six 


plastic ornaments decorate the 
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lel or a long time, your 
JOW 
> base. customers have recognized 
spoon 
that SWING-A-WAY is the 
worth more product, yet 
costs less. In today’s give-it-more-value 
market, it’s plain good business to offer your customers the 
bigger-value package SWING-A-WAY gives you. 
an More than ever before .. . there are more sales . . . more profit. . . 
for you with SWING-A-WAY. Let your distributor show you why! 
*Rated FIRST in quality and value by America’s foremost testing organization and publisher. 
coral, 
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rp. 
d, p. 51 
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ic top 
ructed 
heavy 
and a FIRST IN SALES BECAUSE IT’S FIRST IN VALUE! 
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Six { 
the SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MISSOURI + IN CANADA: FOX AGENCIES, PORT CREDIT, ONTARIO 
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sides. Casters are 3 in. in diameter. 
Play yard is 27 in. wide, 40 in. long, 
and 34 in. high. When folded it is 
5 x 41 in. L. Hopkins Co. 


For more data circle No. 16 on postcard, p. 51 


Concave Knob Line 

New line of concave knobs and 
matching backplates is available 
in all popular sizes, in solid brass, 
bronze or stainless steel. Rounded 
edges on backplates hug the cabinet 
for neat appearance. Knobs can be 





used on wood or metal surfaces. 
Also available is display board 
which shows individual sizes. Stan- 
ley Works. 


For more data circle No. 17 on postcard, p. 51 


Rotary Power Mower Line 

New line of Duo-Trim rotary 
power lawn mowers features new 
cutting and mulching actions which 
pull grass erect so that it cuts 
evenly, sprays grass particles over 
a wide area, and mulches leaves 
without extra-cost attachment. 
Other features include reversible 
handle which eliminates U-turns; 
close trimming action to within °¢ 
in. of obstacle; high weed cutting; 
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five cutting heights and safety de- 
sign. New line consists of three 
models; MR-218, with 18 in. blade, 
1.6 hp; 2 cycle Clinton engine; MR- 
221, with 21 in. blade, 2.5 hp, 2 
cycle Clinton engine, and the MR- 
421, with 21 in. blade, 2.5 hp, 4 


ae — 
= 






/ 


C-9 & 


cycle Clinton engine. Also new are 
two self-propelled reel models. Duo- 
Therm Div., Motor Wheel Corp. 


For more data circle No. 18 on postcard, p. 51 


Four-Cup Percolator 

New four-cup percolator is made 
of stainless steel with a thick cop- 
per clad bottom. Has _ non-drip 
spout, bakelite handle, clear cover 
knob and stay-fast cover. Easy to 





clean and economical to use, perco- 
lator lists for $7.95. Revere Cop- 
per and Brass, Ine. 


For more data circle No. 19 on postcard, p. 51 


New Anti-Moth Spray 
Improved anti-moth spray for 
woolen fabrics, Super Larvex, is 
stainless, odorless, and _ protects 
clothing in storage or use. Pack- 
aged in new spray container, prod- 
uct is not removed by dry cleaning; 


. 


only by washing. Also new are 
Para Moth Crystals, Para Moth 
Nuggets and Para Moth Vaporizer 


anti-moth products. ‘Yonite Prod- 
vets Corp. 


For more data circle No. 20 on postcard, p. 51 


Grass Shears 

This new stainless steel grass 
shear is rustproof and oil tempered. 
It is 12 in. long and has a 5*, in. 
cutting edge. The shears are pack- 





ed four to a display box, two dozen 
to the carton. Suggested retail 
price of 99S shears is $2.25 each. 
Columbian Cutlery Co. 


For more data circle No. 21 on postcard, p. 51 


Electronic Soldering Gun 
New heavy duty electronic solder- 
ing gun, the Quick Hot Model 250, 
heats instantly when trigger is 
pressed. Its straight-line design and 
built-in spotlight make for greater 
Visibility. Long-reach tip fits into 


~ 





(Continued on page 54) 
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| CHECK CARD 
| AN EXTRA 
| HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 


ered. } 
% What's New in merchandise. The Quick Check 


My in. 
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pack- Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
ew you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 
~ 
dozen | 
FIRST CLASS 
retail { PERMIT NO. 36 
each. (Sec. 34.9 P.L.&R.) 
New York, N. Y. 
1, p. 51 
un BUSINESS REPLY CARD — 
yIder- } No postage necessary if mailed in the United States —_—_—_— 
| 250, ) parce 
or 1s | POSTAGE WILL BE PAID BY pre 
n and A ad 
eater | Please use this P. O. HARDWARE AGE commana 
into Box Address for Quick Post Office Box 60 annie 
Check Cards Only Village Station _—_— 
NEW YORK 14, N. Y. “am 
} Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 12/23/54 
| Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
1 2 3 4 5&5 6 7 8 9 0 %W %2 13 14 15 
16 #17 #18 #+%9 20 21 22 23 #24 25 26 27 «+28 «29 30 
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DOT 


plays, etc., in the ‘What's New" 


under the individual item description. 


@ Drop the post card in the mail box. 


will be sent you on each item. 


columns. 


HARDWARE AGE than in any other magazine. 


Here is Your Quick Check Card ||| | 


What it is... iow it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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A big help for busy deal- 


ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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SPECIALTY ITEMS 
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new 
hot 


$149 
seller 


RED HEAD 
super speedster 


paint scraper 


Home owners scrape off paint 
from tables, woodwork, doors, 
cabinets, etc. Red handle knob 
has chrome dome head to drive 
in nails. Finger-tip blade adjust- 
ment to reach corners. 6 scrapers 
displayed on card. 


FULL 40% TO DEALERS 


pres 
aiid 


HYDE MANUFACTU 
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other 
colors 


* YELLOW 
© GREEN 


MRS. HYDE’S 


flexible snack 
and sandwich 
spreader 


The gals really go for this smart look- 
ing, flexible, stainless steel sandwich 
spreader. Attractive plastic handles in 
3 colors. Individually carded for self- 
selection. Tops for eye and buy appeal. 


FULL 40% TO DEALERS 


hot merchandising 





ie, 





2% 


seller 





RING CO. 


hot sellers for cold momiras 


other 
colors 
* YELLOW 
* BLUE 

* GREEN 






No. 25 
plastic razor 
blade scraper 


Hottest seller because it’s color- 
ful, looks better and handles 
easier. Dozens of uses for home, 
auto, office and shop. Terrific im- 
pulse item for car owner to re- 
move ice, sleet and dirt from 
auto windows. The gals like it 
to cut clothing seams. Removes 
hard-to-get-off paint from win- 
dows. Features single edge blade 
with safety snap button. 


FULL 40% TO DEALERS 
ee 
hot merchandising 





DISPLAYED 
ON CARDS 
OR 
12 SCRAPERS 
IN SELF- 
SERVE DISPLAY 





SOUTHBRIDGE 
MASS., U.S.A. 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 51. 





(Continued from page 50) 
tight corners, and can be easily re- 
placed with a one-quarter turn of 
the compression nut. Case is molded 
plastic, available in red, black, and 
green. Operates on 120 volts, AC, 
60 cycles. List price is $12.95. Wen 
Products, Ine. 


For more data circle No. 22 on posteard, p. 51 


Electric Lawn Trimmers 
This improved version of No. 700 
electric lawn trimmer is UL ap- 
proved and features 
safety switch with guard at the 
handle, new tubular aluminum shaft 
which houses cord connection from 


trigger-type 


the handle to the motor, and an 
auxiliary handle grip and quick- 
release cord holder which accom- 





NN 


modates up to 200 ft of cord. Lists 
for $29.95. 
companion model (illustrated), the 
No. 70 listing for $19.95. No. 700 
trimmer has hard rubber wheels 
and 1/10 hp motor; No. 70 has a 
hardwood roller and 1/15 hp motor. 
Seymour Smith & Sons, Inc. 


Also available is new 


For more data circle No. 23 on postcard, p. 51 


New Safety Cans 

New line of safety cans are de- 
signed for use wherever explosive 
or flammable liquids are handled. 
UL approved, the cans come in 1 at, 
2 qt, 1 gal, 2% gal, and 5 gal sizes. 
Three smallest sizes have a one- 
handed trigger-grip handle, while 
the two largest cans have free- 
swing handles. Both types have a 
self-adjusting protective guard cap 


A) 


' 
AGir cid c 


oseene oes oot 





which prevents leakage if can is 
upset. Cans are of one-piece con- 
struction and made of 
terne steel. HKagle Mfg. Co. 


24-gage 
For more data circle No. 24 on posteard, p. 51 


Electric Outlet Cover 
Snapit Shok-Pruf safety electric 
outlet cover installs permanently 
without wiring, by removing pres- 
ent receptacle plate and replacing 
it with the safety cover. Slides cover 
the plug holes when receptacle is 


pulled out. Available in brown, 





aa} 
ref 
@ 
3 
r 





ivory, pink or blue, outlet cover re- 
tails for approximately 20¢. Cable 
Electric Products, Ine. 


For more data circle No. 25 on posteard, p. 51 


Electric Saw Mitre Box 
This Buildwell mitre box for elec- 
tric hand saws makes it possible to 
cut all kinds of moldings and inside 
finish quickly and accurately. Fits 
any make of saw and most routers. 
Extension rails span 4 ft sheets of 


micarta and 
Walenar, 


plywood, masonite, 
similar sheet material. 
Ine. 


For more data circle No. 26 on postcard, p. 51 


Insecticide for Flowers 

New chemical combination can be 
sprayed or dusted on roses to con- 
trol insects and fungous diseases 
Called Rose Insecticide and Fungi- 
cide, it succeeds the firm’s older 
Rose Dust product. The new prod- 
uct contains combination of three 
insecticides in a low toxicity mix- 
ture, plus the Massey formula of 
sulfur and Fermate ferbam fungi- 
cide. In addition to roses, product 
may also be used on most other 
flowers and ornamentals. Will be 
packaged in new weatherproof con- 
tainers with yellow enamel tops and 
varnished labels. Can be obtained 
in 8 oz dust gun, 1 lb canister, and 
3 lb weather-resistant bag. EF. I. 
du Pont de Nemours & Co. 


For more data circle No. 27 on postcard, p. 51 


Electric Soldering Gun 
Junior soldering gun comes pack- 
aged in display carton. When set 
up, the carton lists a number of 
different household jobs, in addi- 
tion to soldering, that can be done 
using new interchangeable acces- 
Weller Electric Corp. 


For more data circle No. 28 on postcard, p. 51 


sory tips. 





(Continued on page 56) 
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DECEMBER — Sign of Capricorn the Goat 


If your birthday falls between December 23rd 
and January 20th... you have an immense 
capacity for work . . . you are conservative... 
your nerves are steady . . . you are ambitious 

. you do not waste time nor money .. . you 
are quick to sell a profitable line like J&L 
Galvanized Ware. 


Every month isa PROFIT-SIGN 
with J&L Galvanized Ware 


Your Customers Know and Buy J&L Ware... 


Galvanized ware moves better and profits are more satisfactory 
when you stock a line with an accepted name like J&L. People have 
confidence in the J&L reputation for quality and sturdy service. 
They buy it when they see it in your store. 

J&L Ware is priced to cover the big volume market . . . and yield 
a healthy profit to the hardware dealer. Ask your Hardware Jobber 
for complete information. Call him today. If you need additional 
help or information write direct to J&L. 


Sones ¢ Laughlin 


STEEL CORPORATION — Container Division 


405 Lexington Avenue, New York 17, New York 
Galvanized Ware Plants: Toledo, Ohio, and Atlanta, Georgia 
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GRIESe-z 
SELF-SCREW 

UTILITY 
HOOKS 


The ONLY 
small 


utility hook 














1 gross to box 
Nickel & brass 
only 





Carded, 10¢ retail 


No screws, no tools! Ball points protect 
towels and clothes. For homes, stores, fac- 
tories. Bright plated finish. 


1 gross 

to a box— 
nickel ond 
brass only 


6 to o cord— 


all colors and finishes 


10¢ retail 


Strong, rustproof zinc alloy cup hooks in 
bright colors. One-piece 
shoulder cannot get loose. A kitchen and 
attractively finished 
in white, yellow, red, blue, green, nickel, 
brass. 6 sizes, '/."" to I'/,"’. 


closet standby .. . 








Hh} 
| 








construction; 


Write for samples and catalog pages. 
See your jobber today 
for immediate delivery. 
Jobbers inquiries invited. 


World's Foremost Producer 


of Small Die Castings 


161 Beechwood Ave., New Rochelle, N. Y. 
Phone: New Rochelle 3-8600 
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WHAT'S NEW 





New lightweight floral scuffle hoe 


| is designed for home gardening. 


Has offset shank with perfect 
hang. The V-shaped blade cuts at 
an angle on both forward and back- 


| ward strokes and in all directions. 


& 





Light push-pull motion cuts off 
weeds and scrapes up shallow mulch 
without disturbing plant roots. 
Gets under hedges and bushes with- 
out lifting or chopping. Hoe has 
one-piece blade and shank, forged 
from a steel bar. Union Fork & 
Hoe Co. 


For more data circle No. 29 on postcard, p. 51 


Kitchen Tool Sets 


Kitchen tool set No. 7120 (illus- 
trated), regularly $9.95, is now 
offered at $3 per set. Seven piece 
set consists of fork, spoon, turner, 
ladle, masher, spatula and rack. 


| All tools are stainless steel with 
| nonflammable handles in pink or 


black. Coronado V is a five piece 
kitchen tool set retailing at $10. 
Has full tang stainless steel tools 
with pink handles topped with a 


| solid brass finial and a stainless 





hang up ring. Open stock items 
retail at $2 each and $2.50 each 
for ladle and masher. Parker- 
Gaines Div., Tex Machine Co. 


For more data circle No. 30 on postcard, p. 51 


Extension Flush Bolts 


Two extruded aluminum exten- 
sion flush bolts have been added to 
the aluminum hardware specialties 
line. They are full polished in anod- 
ized satin finish. Installation of 
bolts is simplified because of paral- 
lel edges of bolts and close overall 
dimensions of the face plate. Also 
featured is operating lever with de- 








lay action in both positions so that 
it can be pulled away from the face 
for a sufficient distance to obtain a 
positive finger grip before it starts 
to actuate the bolt. H. B. Ives Co. 


For more data circle No. 31 on postcard, p. 51 


Masonry Paint 


Cementhide Rubberized Masonry 
Paint is an exterior paint for use 
on brick, stucco, concrete block, and 
cement-asbestos shingles. The fin- 
ish is waterproof and durable. Can 
be applied by brush, roller coater 
or spray; no primer or sealer is 
required. Quick-drying, the paint 
is available in eight colors and 
white. Pittsburgh Plate Glass Co. 


For more data circle No. 32 on postcard, p. 51 


Five Piece Cooking Set 
Hallite Home Set by Wear-Ever 
features tarnish-proof, copper col- 
ored Alumilite finish covers. Set 
includes: 114 qt. sauce pan and cov- 
er; 24% qt. sauce pan and cover; 
214 qt. double boiler; 8 in. fry pan 


HARDWARE AGE, DECEMBER 23, 1954 
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and cover; 9 in. fry pan and cover, 
and 4-cup egg poacher inset. Lists 
for $29.40 in the East. Also new 
is Hallite Brazier with tarnish 
proof, copper colored Alumilite fin- 
ish cover. Nine inches in diameter, 
it lists for $8.95 in the East. Alu- 


minum Cooking Utensil Co. 
For more data circle No. 33 on postcard, p. 51 


Sponge Copper Cleaner 

New Cops sponge copper cleaner 
wipes copper and brass clean with- 
out hard rubbing. Cleaning formula 
is inside sponge which needs only 
to be dampened and it’s ready to 
use. Sponge comes in four colors: 
pink, blue, yellow and green. G. N. 
Coughlan Co. 


For more data circle No. 34 on postcard, p. 51 


Tilting Arbor Jig Saw 

No. 2500 tilting arbor electric 
jig saw permits work to be held 
on horizontal surface while per- 
forming mortise or angle cuts. 
Other features include: built-in 
blower, 20 in. throat clearance, 12 x 
15 in. working surface, easy blade 
changer and reciprocating motor. 
Saw can be set for any angle of cut 
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up to 45° on either side of the 
center by adjusting calibrated dial 
knob. In addition to wood, it also 
cuts plastics, thin metals (alumi- 
num, copper, brass), leather, etc. 
Rip fence available at extra cost. 
Lists for $59.95 and weighs 65 lb. 
Syncro Corp. 

For more data circle No. 35 on postcard, p. 51 


Air Compressor 


Farm ’n’ Field detachable tank 
air compressor is designed with 
quickly detachable connector which 
enables user to fill 10-gal. tank to 
100 lb pressure. Equipped with a 
% h.p. capacitor motor, unit has a 
displacement of 3.6 cfm. Safety 
valve opens at 100 lb. pressure. 





Tank is mounted on a cart with 
two semi-pneumatic-tired disc type 





wheels. Priced at $139.75. Camp- 


bell-Hausfeld Co. 


For more data circle No. 36 on postcard, p. 51 


Wood Preservative 


Wood Guard is a chemical for 
termite control and wood rot pre- 
vention. It acts as a wood preser- 
vative and prevents rot, termites 
and fungi. Also protects wood 
against swelling, warping, shrink- 
ing and checking. Provides a base 
for paint, varnish or enamel. Comes 
packed in 1 qt, 12 to the case; 1 
gal, six to the case; and in 5 and 
55 gal drums. Camp Chemical Co. 
For more data circle No. 37 on postcard, p. 51 


Grass Whips; Weed Cutter 

Two grass whips, one with a ser- 
rated edge and the other with a 
plain edge, have been added to line 
of garden tools, together with a 


Wrench Replacements 
in ’54 are being 
made with 
the NEW 


TOLED: 


‘* 
+43 
Upper 


TOLEDO 
Heavy-Duty 
Pipe Wrench 





* Unconditionally 
Guaranteed! 








Just introduced — and making 
friends fast! See ’em—try ’em on 
your next job! 

New Toledo Wrenches speed 
the work with easy handling . . . 
instant non-slip grip on pipe. . . 
replaceable jaws with spin-easy 
nut and single Spring for quicker, 
easier setting .. . improved handle 
design for increased strength, 
better hand-grip. 6’’ to 48” sizes. 

Unconditionally Guaranteed! If 
wrench housing or hook ever 
breaks or distorts, we will replace 
it Free. Write for new catalog. 
Order through your supply house. 
The Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio. New 
York Office: 165 Broadway, Room 
1310. 

Rely on the Leader... all the way! 


TOLEDO@ 


PIPE TOOLS ¢ POWER PIPE MACHINES 
© POWER DRIVES 


vu 
~ 











WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 51. 


All three 


tools have specially heat treated 


heavy duty weed cutter. 


blades of high carbon steel. Grass 
whips have hickory shafts which 
will not bend out of shape. Tool 
handles have mahogany finish with 
yellow and green tool heads. Sug- 
gested list price of plain edge grass 
whip is $1.40; serrated edge, $1.55; 
weed cutter, $1.75. Gardez, Inc. 


For more data circle No. 38 on postcard, p. 51 


Maple Gun Rack 
Heavy maple gun rack will mount 
any Winchester gun, rim fire, cen- 


ter fire or shotgun. Stands 13 in. 


high and 29 in. wide. Rack lists for 
$2.00. Arms and Ammunition Div., 
Olin Mathieson Chemical Corp. 


For more data circle No. 39 on postcard, p. 51 


Expansion Fastener 

This new expansion fastener has 
been designed for securing fixtures 
to soft or brittle walls. Made of 
Neoprene in sleeve form, it expands 
quickly with a slight turn of the 
key. Action creates strong grip- 
ping pressure in the wall material, 


58 


but will not tear soft materials or 
shatter brittle materials. Avail- 
able in two sizes for No. 10 and 4 
in. screws, fastener is recommended 
for use in plaster board, gypsum 
board, fiber board, asbestos, wood, 





glass, plastics, ceramics, marble, 
tile, etc. Rocket Devices Corp., 
Star Expansion Bolt Co. 


For more data circle No. 40 on postcard, p. 51 


Portable Lawn Seeder 

This hand operated lawn seeder 
spreads seeds in 4 to 5 ft wide semi- 
circle in front of user. Called the 
Seederfeederweeder, it is easy to 
operate and can be used on both 
small and large plots. Unit is made 
of heavy gage steel and has several 
coats of rust-resistant finish. Car- 
ries about 114 lb of seeds. Con- 
tainer is about 6 in. high and 31% 
in. in diameter. Adjustable set 
screw sets opening at any desired 
size so that the desired coverage 
may be obtained. Lists for $4.95. 
R. Krasberg & Sons Mfg. Co. 


For more data circle No. 41 on postcard, p. 51 





New Toy Gun 

Addition to Buck’n Bronce line is 
this B-19 toy gun for small boys. 
Has soft trigger pull and is built 








of rivetless construction. Lists for 
65¢. George Schmidt Mfg. 


For more data circle No. 42 on postcard, p. 51 


Rotary Lawn Mower 
Roto-Cut 18 in. rotary lawn 
mower has a 1.6 hp, two-cycle Clin- 
ton gas engine with recoil starter. 
Housing is one piece, lightweight, 
rigid design. Cutting width is 18 
in.; cutting height, % to 2% in. 
Floating tubular steel handle with 


. 


.s 
Ae. 


rubber grips stands upright for 
storage. Heavy safety dise clutch 
prevents damage. Mower comes in 
red and yellow. Lists at $89.50. 
Granite State Mowing Machine Co. 





For more data circle No. 43 on postcard, p. 51 


Automatic Skillet 

New automatic skillet made of 
cast aluminum utilizes a sealed-in 
Calrod heating element. Located 
on handle is a chart listing correct 
cooking temperatures of different 
foods, a selector dial with settings 
from 160° to 400°, and an indi- 
cator light which signals when de- 
sired temperature is reached. Both 
handle and feet of skillet are of 
heat resistant plastic. Suggested 
retail price is $19.95. Aluminum 
lid is available at an additional $3, 
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Parker Garden Tools 
bring out the gardening 
instinct in your custom- 
| ers. They spot Parker 
quality and utility the 
minute they look at 
Parker Grass Shears, 
Pruning Shears (three 
‘s for models) and Lopping 
a Shears. They know they’re 
getting their money’s 
i, p. 51 worth in rugged construc- 
F | it tion and ease of operation 
| m 0 u $ u a | y thanks to the many Parker 
features. Display them 
aie prominently. Depend on 
lawn PA R K E R their sales appeal to keep 
Clin- G d your cash register busier 
irter. and your garden too! 
. arden UTE profits higher. 
sight, 
is 18 
2 in. } i 
with GRASS SHEARS No. G-2 
Ground edges on blades of 
hardened steel, plated finish. _ neq, 
Perfect grip handles with ~~ 
dark green baked enamel 
finish. Heavy duty volute 
spring. Simplified safety 
catch. 
PRUNING SHEARS No. P-10 
Rugged all-purpose. Tough 
cutlery steel blade. Machine 
ground edges. Heavy duty 
volute spring. Handy thumb @ 
lock. Baked lacquer hand “Sg 
fitting handles. Size 7/2”. H 
saulnen Santis tn se Popular Fast-Selling OOR Threads 
The original lightweight, ’ - 6 ae ” 
> strong aluminum alloy. “Com- Vy to | Pipe Fast and Easily 
fort-Grip” handles. Machine 
ee aes e You just can’t beat these small drop head dies 
for spring. Exclusive thumb catch. for quick easy pipe or conduit threading. 

: in finish led han- . , ; . 
lutch a Sire 84". = e Snap the size head you want into the drive 
2S mn PRUNING SHEARS No. JP-1 ring, from either side, and you’re ready to cut 
9.50. Exactly like SP-2. Size 61/2”. clean perfect threads . . . heads can’t fall out. 

2 e Precision-cut alloy dies reverse easily for 

~~ ™ close-to-wall threads—no special dies needed. 
P.S. Display As- 
| LOPPING SHEARS No. P-50 YA sortment.(3)3P-1 © OOR and OR, % "to 1”; 111R and 11R, 4” 

f Long Handled Pruner. and (3) SP-2. to 14"; 12R, % " to 2”. Free carrier with sets. 
As Every threader fully work tested before ship- 
-d-in Sure comfort rubber grips. All forged ment. Stock them for quick turnover. 
ated | steel blade and anvil, hardened and 
“rec tempered, with finely ground edge. 
ts | Anvil and blade riveted to handles of THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
rent steel tubing. 2814" overall length. 
ings ( a j oy 
indi- a Y 

ee — wee a 
ae. Vay the ‘ és rke ge |-ne £1 a. 
Both o 7 = 7 4 Se / 
e of 
sted 3 . 

r — t s ° CE € ~ 

ns PARKER MANUFACTURING CO. [RMAsMANr eh al iota Corel E 
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WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer... con- 
structed to give years of rugged 
service. That’s why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 

@ Deep rolling corrugations 
@ Heavy gauge steel 

@ Structural steel bands 

@ Hot dip galvanizing 

@ Pinch-proof handles 

@ Sturdy lid 


Sell the CAN that’s guaranteed for 
greater customer satisfaction and 
surer profits. 


WITT CANS 
HAVE THE “RIGHT” ANGLE 





“Originators of the Corrugated Can” 


, ates 
THE WITT CORNICE COMPANY 
2110 Winchell S#. Cincinnati 14, Ohlo 
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WHAT'S NEW 








or any standard 12-in. lid will fit 
the skillet. General Electric Co. 


For more data circle No. 44 on postcard, p. 51 


Sponge Towel Pack 

New sponge fit gift towel pack 
contains three kitchen-size house- 
hold sponges in assorted colors and 





a 15x29 in. hemmed kitchen towel. 
Burgess Cellulose Co. 


For more data circle No. 45 on postcard, p. 51 


Cutlery Set 

Four-piece Kitchen Handees set, 
No. 297, is being offered at a spe- 
cial retail price of $4.95 until Feb- 
ruary 28, 1955. Regular retail 
price is $6.75. Gift-packaged in a 
silver box, the set consists of a 








shorty paring knife, sandwich 
spreader, 4%%-in. utility knife, and 
a four-tine utility fork. All four 
pieces have brown densified For- 
mica handles. Robeson Cutlery Co. 


For more data circle No. 46 on postcard, p. 51 


Roller Cover Dispenser 
Self-service dispenser for Fabric 
X paint roller covers holds 12 covers 
in 7 in. size. All covers are indi- 
vidually packaged in _ protective, 
transparent wrappers. Die cut open- 
ing in lower front section of dis- 
penser provides easy self-service 





for customers, with another cover 
dropping into position at the open- 
ing as preceding cover is removed 
from serving slot. Total retail 
value of covers is $15; dealer net 
cost, $10.08. Wooster Brush Co. 


For more data circle No. 47 on postcard, p. 51 


Metal Spaceboard 

New perforated metal spaceboard 
is designed for heavy items such as 
power tools and appliances. Per- 








forations take ‘4, in. hardware. 
Enamel finish is chip-proof, long- 
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» | Chromate finish which can be paint- Bm. 


ed in any color. Panel size is 285% il 




























Fabric x 4654 x %in. Reflector-Hardware f stest-selling cabinet “4 
covers Corp. ee _the a ov can show! if 
> indi- For more data circle No. 48 on postcard, p. 51 : hardware y ‘ 4 o: 
ective, ig ., 
—- Product Information 
f dis- 
pais New free catalogs, envelope 
| stuffers, giveaways, etc., for 
use in your store . 
$3.50 Value Display Board 
Tool Catalog with Americana Deal 
New 80-page, three color catalog Show your customers you have it with this 
covering complete line of products clever stand-up display board, complete 
contains more than 150 hardware with New Americana hardware. 
items including glaziers’ tools, ¥q a i ee ee 
putty knives and wall scrapers, e | , 
floor conditioning machines, wood, aa | , 
paint and glass scrapers, and hard- | 
ware specialty items. Catalog has + , 
information on how to cut glass, 4 i ! 
how to use glass drills, and how to ! 
clean, wax, sand and polish floors. q #391—11/," ; seca “OY teniathians | 
cover Includes tables and _ descriptive ‘ Americana Knob gna Mh the ~ra 1 326—%" "T" Americana 
open- material to help select the right I Semi-Concealed Hinge 
moved tool for each job. Red Devil Tools. [APH a aan] a as es an een an ae Se 
retail For more data circle No. 49 on postcard, p. 51 4 " #$327—""HL" i 
r net mAb AA gx" H" %" aie 
Co. Garden Hose Catalog i Cee “— 
4, p. 51 New 1955 eight-page color cata- 4 ie . A a > #330—"HL" pA 
log in yellow, green and black shows e pea o> , Flush Hom Yor 
. . . -_ ASS e —""{"' ¥"" mere inge 
— complete oscillating sprinkler and mR <4 a metic ; Bacon 9 RAS 
ated garden hose accessory line. Cata- , a 4 0 samengeed aS” , _ pop 
poi log contains information and color me YY ty Hinge J Rubber Roller Catch 
photographs of every item in line. 
Featured is the Swingin’ Spray No. | Ee Ln a KT ee 
550, connector hose coupling, plas- és ! NEW AMERICANA 
tic hose repair coupling kit, goose- . i; handsome 
neck swivel hose connector, and the yy l ammered steel 
Y-connector. Melnor Metal Prod- nanan Hannes te ! * St Br : 
| ucts Co.. Inc. 4 #395—Americana Hammered Pull l Black pe 
For more data circle No. 50 on postcard, p. 51 a a ; ve ~ Br on 
| ™ SEND FOR COMPLETE CATALOG TODAY! 
Hinge Folder 
New non-mortise hinge is de- 
scribed and illustrated in free con- 
sumer folder No. 5017HR. Mce- oklyn 17, N- 
Kinney Mfg. Co. a street, Bro 
ware. For more data circle No. 51 on postcard, p. 51 ‘ 
long- (Resume reading on page 13) Sold through wholesalers only 
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TO HELP YOU SELL 








(Continued from page 13) 





sign affords wide-angle visibility 
whether the rack is used against a 
counter, gondola end, wall or as an 
island display. Rack is constructed 
of spring steel wire and measures 
22 in. wide, 1314 in. deep and 
in. long. FE. L. Bruce Co. 


» 
Io 


For more data circle No. 52 on postcard, p. 51 


Island Counter Display 
This island counter display is de- 
signed for check-out and self-ser- 
vice. Called the No. 1800, it comes 
with pegboard, display hooks, four 





open end shelves with price chan- 
nels, and a set of signs and display 
material. Display is 4 ft long, 30 
in. wide and 6 ft high. W. Schacht 
Rubber Mfg. Co. 


For more data circle No. 53 on postcard, p. 51 


Liquid Hide Glue Special 
As a Hardware Week special, 
four sizes of hide glue in liquid 
form are available in a_ single 
package containing 1 doz. each of 
l-oz. tubes, 2-o0z. tubes, quarter- 
pint cans and half-pint cans. The 


62 


2 doz. tubes are included free, mak- 
ing the unit price to dealer $10.80 
with a retail value of $21. Also 
offered as a Hardware Week special 
is a unit of Evertite white liquid 
resin glue. Both specials not 
available after April 15. Franklin 
Glue Co. 


For more data circle No. 54 on postcard, p. 51 


Fishing Line Displays 

Two new merchandising displays 
for showing fishing lines are of all 
metal construction. Sho-Rak is an 
open stock counter display that oc- 
cupies 8x12 in. of counter space. It 





is free with purchase of 24 spools 
of Ghost Nylon Casting Line and 
three coils of Ghost Fly Line of 
dealer’s choice. Spin-Rak  (illus- 
trated) merchandiser holds all 
types of spinning lines in plastic 
boxes. Display is free with purchase 
of 1 doz. boxes in any desired se- 
lection. Newton Line Co. 


For more data circle No. 55 on postcard, p. 51 


Sandpaper Display Package 

Coated abrasives products now 
come packaged in new green display 
cartons. Illustrated is sanding disc 
package. The discs are made of alu- 





minum oxide grain on tough paper 


backing, available in all standard 
diameters. Also available in new 
packages are cut sheets to fit all 


standard oscillating sanders. Clover 


Mfg. Co. 


For more data circle No. 56 on postcard, p. 51 


Clock Display 

New all products display is de- 
signed for the _— style-conscious 
feminine market. This compact 





unit displays a maximum of mer- 
chandise in a minimum of space. 
Westclox Div., General Time Corp. 


For more data circle No. 57 on postcard, p. 51 


Horse Brackets Display 

Dual-faced counter top display 
for Nu-Way saw horse brackets 
utilizes the actual product by means 
of small pre-cut pieces of two by 
four lumber. Four colorful illustra- 
tions show applications of the 
brackets. Space is provided for in- 
sertion of retail price by dealer. 
Thomas Products Co. 


For more data circle No. 58 on postcard, p. 51 


Calking Compound Package 

New package design for Nu-Calk 
calking compound in the Speed 
Load cartridge for calking guns re- 


&- 


” 





tains the standard yellow and black 
colors, but makes more dominant 
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PACKAGING 


to pace ‘55 sales POWER LAWN MOWERS 


Built For Those Who Want The Best 


Use Mansfield’s new sturdy corrugated cartons — attractively 















printed in dual colors—to step up your profit potentials. 


MB — € pe sah 
Chock full of eye appeal for point of purchase display. 4 OMiesien Betyg on 
nique combine to provide 


finest possible perform 
ance, long life, handling ease, 


The new “economy special” is a big hit with Mansfield Dealers. 

















In this deal you get 6 individually boxed No. 09 Ballcocks in erate Soe caenes Geo 
a shipping carton. There is also the standard pack of 24 i SOnET Oe nee 
° ee . . NLY “KLIPPER”’ mowers 
individually boxed No. 09 Ballcocks to a shipping carton. ye ahs ail af tame aan tee 
18° and 20 tures Fully enclosed oversize 
Diamond chain drive Oversize 
T im enclosed Timken reel bearings 
{ | CUTTING : th automatic takeup, Tubula 
WIDTHS J siaadion ack hendie Pacemned, 
. 3 208 ve action 1on-wearing 
MANSFIELD No. 09 BALLCOCK ’ Roe gla - Conain. puacrtel. 
self locking. Extra strong, 
, MAKE MANSFIELD Combining features not found in zine «ie cast alloy frame 
YOUR CHOICE higher priced fittings—quality | Soe eee ae oe 
mer- There are no better values to workmanship throughout. Popu- | evts Patent A Quick: 
“ | se veigh adjustmen 
yace be had. larly priced. with a range of §"* to 24°" 
pace. Briggs & Stratton 4-cycle 
WaT o = engines (rope or recoil 
orp. starters) Power driven 
a weed clipper and reverse 
p. 5l belt for self-sharpening - 
optional equipment 
) | 
splay | 
‘kets 
iota he Cooper “Cyclo-Mo” Trim- 
-ans T mer Type Rotary Power 
» bv Mower - an instant “hit’’ when 
. introduced in '53 - now sets a 
stra- new high in design and per- 
} formance. 
the Improved desi rovidien tha 
proved design provides light- 
- in- No. 03 No. 205 er weight, maximum safety, 
I HEAVY DUTY FLUSH closer trim and contour cut 
aler BALLCOCK VALVE with NO SCALPING. Adjust- 
: able front grass chute elimin- 








BUNCHING. Simple height ad- ~ “lITT 
justment from 1%," to 314" per- iA CUTTING 
mits the cutting of high grass WIDTHS 
or tough weeds. Tubular type 
stee! handle with large rubber 
grips stands up for easy and 
compact storage. Briggs & 
Stratton 4-cycle engines (rope 
or recoil starters) transmit full 
power of the engines to the 
cutting knife. ‘‘Cyclo-Mulch” 
leaf mulchers available as op- 
tional equipment. 


} . 
Uationally péduertised tn 55 
ROARS SAE oA 
o make your job of selling Cooper Power Mowers easier - they will 
again be Nationally Advertised in "55 to more than 40 MILLION 


potential prospects. 
More “‘Klipper” and “Cyclo-Mo” power mowers were sold in ‘54 than 


ates WINDROWING or ( RW 18” and 20 


p. 51 ~~ = 
age < > —— 4 


Calk RED BRASS FLOOR FLANGES 




















in any other ycar in the history of the company. Every year - more 
and more home owners realize that only Cooper gives them the 
added years of trouble-free satisfactory performance so much to be 
desired - and again dramatically emphasizing the old adage ‘That 
there is not and never will be - any substitute for QUALITY.” 
Write, wire or ‘phone TODAY for literature, prices and name of 

nearest distributor. Learn why it is more profitable to SELL Cooper 
- than to sell AGAINST it. 





CLOSET SPUDS 


Check with your favorite jobber or write 


BRASS DIVISION | FIRST CHOICI T] i 


ack MANSFIELD SANITARY POTTERY, INC.| COOPER MANUFACTURING COMPANY 


nant 133 First St. Perrysville, Ohio 701-702 South First Avenue ® Marshalltown, Iowa 
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Ahir 


LAWN MOWERS 








BLAIR Model 66 
21” Power Mower 


Also available: 18” Reel Power Mow- 
ers, Blair Rotary Mowers, and a full 
line of fine hand mowers. 

If it’s made by BLAIR, the qual- 
ity’s there. 


BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 








YARD 
HYDRANT 







Outdoor water service 
the year around without 
danger of freezing or 
bursting pipes, Shutoff 
valve is below frost line. 
All brass and copper. 
Will last a lifetime. Also 
wall types. Write 

today for Bulletin 303. 


Order from 
your Jobber 





STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 





TO HELP YOU SELL 








use of the black. Large black panel 
with white reverse lettering is top- 
ped off with a white M-D against 
the yellow panel above it. Location 
of color designation is now at top 
of load. Back of label lists instruc- 
tions for use and illustrates loading 
of tube into a calking gun. Mack- 
lanburg-Duncan Co. 


For more data circle No. 59 on postcard, p. 51 


Tiller Demonstrator Plan 


Details on a new demonstrator 
plan involving Springtil rotary 
tillers can be obtained by dealers 
through contact with distributors. 
New tiller will be featured as part 
of a major national advertising 
campaign in consumer magazines 
next Spring. Other promotional 
material will be available to dealer 
in time for Spring sales. Tiller has 
a 2 h.p. gasoline engine, easily ad- 
justable handlebars with throttle 
and clutch controls mounted on 
them, 14% in. tiller tine set as 
standard equipment, a hinged and 
adjustable depth stake, and 10 in. 
rubber-tired transport wheels. 
Wheel width is adjustable. Quick 
Mfgq., Ine. 


For more data circle No. 60 on postcard, p. 51 


Food Chopper Display 


Free counter merchandiser is 
available to dealers for use with 
No-Clamp meat and food chopper. 
Cutting parts of chopper are of 
tempered steel for sharp cutting 
and long life. Requires no clamp- 
ing down. Enterprise Mfg. Co. of 
Pa, 


For more data circle No. 61 on postcard, p. 51 


EASY TOUSE 














Paint Merchandiser 

For displaying Decorama colors, 
specially designed point - of - pur- 
chase merchandiser shows all of 
the colors by means of actual color 
chips inserted in pockets in its 
face. Merchandiser also features 
a complete line of matching wood 
stain and exterior paint colors. 


Deconama Olors 


Lowe Brothers 





Products which come in the new 
colors are Mellotone flat wall 
enamel and Mello-Gloss semi-gloss 
enamel for walls and woodwork. 
30th are odorless, long wearing 
and washable alkyd resin enamels. 


Lowe Bros. Co. 
For more data circle No. 62 on postcard, p. 5] 


TV Wire Packaging 

New counter display carton 
packages the No. 520 tubular TV 
twin-lead, made of genuine virgin 
polyethylene for efficient TV _ re- 





ception. The attractive orange and 

black set-up carton packs five coils, 

each 100 ft. Carton occupies little 

space, saves measuring, coiling and 

packaging.—Cornish Wire Co. 

For more data circle No. 63 on postcard, p. 51 
(Resume reading on page 14) 
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CARBIDE AND CARBON CHEMICALS COMPANY 
A Division of Union Carbide and Carbon Corporation 
30 East 42nd Street [[efg New York 17, N. Y. 


The term ‘'Crag”’ is a registered trade-mark of UCC. 


KINGFISHER Fishing Tackle 
TRUSPORT Athletic Goods © 





¥ Greenfield, Ind. 


y, Tol Ward 
0 ™ 


a0 mane 
eacisreees 





Wm. J. Maguire Ben Frank 
Columbus, Ohio Cleveland, Ohio Oshkosh, Wisc. 


woes» New Way to Coritrol Crabgrass! 


PREVENT it with CRAG HERBICIDE-1 


rode-Moark 
Your customers can prevent crabgrass in their lawns with safe, easy 
to-use CRAG Herbicide-!. Here’s why 

e CraG Herbicide-i kills crabgrass seeds as they start to sprout 

e Crabgrass does not get a chance to become a problem. 

e It’s easy to use. Simply mix CraG Herbicide-! with water and 
put it on with a garden hose sprayer, sprinkling can, or pres- 
sure sprayer. 

e It will not discolor established lawn grasses. 

e It’s safe—will not harm plants if it gets on the leaves. 

CraG Herbicide-! can also be used around the home to prevent weeds 
in vegetable gardens, in flowers, shrubs, evergreens, hedges, walks, 
and driveways. 

Get your supply now. You'll make $10.78 on each case of six one 
pound cans and $7.20 on each dozen 4 ounce cans. That's 40% profit! 


New 1I-lb. size retails for $4.49 
Treats 6,000 sq. ft. of lawn or 
12,000 sq. ft of garden, 


4 oz. size retails for $1.50. Treats 
1,500 sq. ft. of lawn or 3,000 
sq. ft. of garden, 





Representatives ir attendance 


Benj. Hughes A. G. Gilfillan, Jr. W. B. Chandlee 
Phila., Pa. Phila., Pa. 


EDW. K. TRYON CO. 


815-819 ARCH STREET Est. 181] 
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129 Winning Contestants In lowa Tell 
Why They Prefer Independent Retailer 


From more than 4,000 en- 
trants in the recently con- 
cluded third annual con- 
sumer contest sponsored by 
the Iowa Retail Hardware 
Assn. and Iowa hardware 
wholesalers, 129 winners 
were selected. Contestants 
had to complete, in 25 words 
or less, the following sen- 
tence: 

“The irha Hardware Mer- 
chant is an asset to my com- 
munity bceause. . .” 

First prize winner re- 
ceived a wood kitchen com- 
plete with cabinets for the 
statement: “ 
the community with depend- 
able merchandise, reasonable 
prices and personal integ- 
rity; gives as well as gets, 
helps build a sound Ameri- 
can way of life.” The prize 
was awarded by the winner’s 
hardware dealer, E. R. 
Walker & Sons, Gilman. 

The lowa hardware dealer 
forwarding the most number 
of entries received a free 


he serves 


trip to the 1955 NRHA con 


vention in Buffalo, N. Y. 
The trip was won by the 
Hamilton Hardware and Ap- 
pliance of Boone, which sub- 
mitted 150 entries. Run- 
ners-up were Fleak Hard- 
ware in Webster City and 
Curries of Webster City. 


United Hardware 
President Resigns 


S. M. Sweig has resigned 
from United Hardware Co., 
wholesalers of Chicago. He 
will remain with the firm for 
the next few months in an 
advisory capacity, and at the 
same time will also serve a 
limited number of companies 
as a manufacturers’ repre- 
sentative. 

I’. G. Hillman, son of the 
late David Hillman, founder 
of United Hardware, has 
been elected the new presi- 
dent. Mr. Hillman has been 
with the company for nine 
years. 





Judges in the lowa hardware contest are, left to right: 
Lester Milligan, president, American Chamber of Com- 
merce Executives; Enoch Norem, associate editor, Mason 
City Globe Gazette, and Leo Elthon, lowa governor. 


66 


New President of 
Sheffield Steel 
John W. Anderson has 


been appointed president of 
the Sheffield Steel Div., 





JOHN W. ANDERSON 


Armco Steel Corp., Kansas 
City, succeeding R. L. Grey 
who was named executive 
vice-president of Armco. 

Mr. Anderson was _ for- 
merly vice-president in 
charge of sales and related 
activities. He joined Kan- 


sas City Bolt and Nut Co., 
predecessor of Sheffield Steel, 
in 1919. 

W. S. Newell, sales man- 
ager of Sheffield’s Houston 
Div., succeeds Mr. Anderson 
as vice-president in charge 
of sales. R. W. Davison, as- 


sistant sales manager at 





W. S. NEWELL 


Houston, takes over Mr. 
Newell’s former post. 

Mr. Newell joined the com- 
pany in 1924, and was named 
manager of sales in 1952. 





Dealer Briefs: 





New Hodges Store Opens in Port Arthur; 
Hardware Co. Continues Despite Fire Loss 


Port Arthur, Tex.—A full 
line of general hardware and 
sporting goods will be fea- 
tured in the new Hodges 
Hardware Co. which opened 
recently at 2335 Proctor St. 

Roy Hodges owns and op- 
erates the store. He for- 
merly owned the Hodges 
Hardware and Sporting 
Goods Store in Port Arthur. 

In addition to the above 
mentioned, the store will 
carry paint, cutlery, hand 
and power tools, heaters, 
lawn and garden _ supplies, 
small appliances, wheel 
goods and _ builders’ hard- 
ware, 


Robinson, Ill.—L. K. Ma- 
gill Hardware held open 
house in the Furniture and 
Appliance departments of 
the newly enlarged Palestine 
store. 

In addition, a toy depart- 
ment will be added later. 
Door prizes as well as spe- 
cial sales were offered to 
visitors. 


New York, N. Y.—Heavy 
loss by fire, which occurred 
in the display area of the 
Green Hill Hardware & Sup- 
ply Co., 580 E. 138th St., 
Bronx, N. Y., early in the 


(Continued on page 72) 
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Blumberg Co. Holds 
Tool Demonstration 


Wm. L. Blumberg Co., 
wholesaler of Brooklyn, 
N. Y., held a demonstration 
on Shopmaster power tools 
and Amerock cabinet hard- 
ware for a gathering of deal- 
ers on November 17. 


Name Housewares Head 
of Electrical Mfrs. Assn. 


H. S. Perkins, general 
sales manager, The Silex Co., 
Hartford, Conn., has been 
elected chairman of the Elec- 
tric Housewares Section of 
the National Electrical Man- 
ufacturers Association. 

R. O. Fickes, veneral man- 
ager, Automatic Blanket 
Dept., General Electric Co., 


Bridgeport, Conn., has 
elected vice-chairman. 

The Section elected its new 
officers at a meeting held in 
connection with the annual 
NEMA convention, which 
closed in Atlantic City, N. J. 
recently. 

A feature of the meeting 
was a report of the progress 
made by the Section Chair- 
man in conducting its cur- 
rent Electric Housewares 
Gift Campaign. Plans for 
continuing the program in 
1955 also were announced. 

Members were’ informed 
that light and power com- 
panies, through the Edison 
Electric Institute, are plan- 
ning to tie-in their electric 
housewares promotional ac- 
tivities with the Section in 
the national campaign. 





Hibbard’s To Celebrate 100th Anniversary 
With Merchandising Convention Feb. 21-23 


The 100th anniversary of 
Hibbard, Spencer, Bartlett & 
Co. will be celebrated with a 
merchandising convention 
for True Value and Auburn 
dealers on Feb. 21 to 28 at 
the company offices and 
warehouse at 2201 W. How- 
ard St., in Evanston, III. 

The program will consist 
of sales discussions and a 
merchandise exhibit. There 
will be programs in the au- 
ditorium to consider and dis- 
cuss merchandising plans 
and programs for the coming 
year. Products of more than 
200 manufacturers will be on 
exhibit in a display area of 
25,000 sq ft. The program 
is being arranged so dealers 
will have ample time to con- 
sider selling programs and 
to study the merchandise dis- 
plays. 

This will be the company’s 
second annual merchandising 
convention for its Auburn 
and True Value Associate 


Attendance is ex- 
about 1000 


Dealers. 
pected to be 
dealers. 

The actual anniversary 
date of the company will be 
on March 22, when 100 years 
ago the firm of Tuttle, Hib- 
bard & Co. opened its doors 
for business at 45 Water St., 
in Chicago. 

The firm’s name was 
changed to Hibbard & Spen- 
cer in 1865 and the company 
was incorporated in 1882 as 
Hibbard, Spencer, Bartlett & 
Co. 

The company’s 
was conducted from a series 
of warehouses, each larger 
and better equipped to han- 
dle the expanding volume of 
sales, located in the same 
general area of Chicago, 
along the Chicago River near 
Michigan Ave. 

In 1948 Hibbard’s built its 
present warehouse and office 
building in suburban Evans- 
ton. 


business 
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*°"" Toy Manufacturers Predict 1954 Sales 


Will Top Last Year’s By 10 Pct Or More 


Retail sales of toys and 
related lines for 1954 will 
exceed those of 1953 by 10 


pet or more was the forecast 
at the 38th annual meeting 
of the Toy Manufacturers of 
the U.S.A., Inc., held at the 


Park Sheraton Hotel, New 
York City, Dee. 6-7. At the 
manufacturers’ level sales 
are expected to be about 


equal to those of 1953. 

Frederick W. Doepke, 
Charles Wm. Doepke Mfg. 
Co., Inc., Rossmoyne, O., 
cited extremely conservative 
buying during the early 
months of 1954 as the cause 
of the present low retail in- 
ventories, particularly — in 
higher-quality type of mer- 
chandise. 

He said, “People are look- 
ing for quality merchandise 
and many of them will be 
disappointed. The _ buyers 
played too close to their 
chests.” 

“Tt is our belief that 1955 
will be an outstanding year 
for toys. Our economy 
at large is an _ optimistic 
buying economy. For our in- 
dustry, it will be reflected in 
greater sales volume.” 


“discovery of a 


Management is the main- 
stay of today’s economy was 
the contention of Alex W. 
Rathe, associate professor of 
Management Engineering, 
New York University. He 
stressed the need, when 
planning for the future, of 
analyzing what has_ been 
sold, what did not sell well, 
who the customers are and 
what they want that the 
manufacturer can provide in 
the future. 

Hon. Albert A. Carretta, 
former member of the Fed- 
eral Trade Commission, spoke 
on trade regulation laws. He 
urged manufacturers to 
adopt or ignore fair trade 
in states having fair-trade 
laws, but not to try to do a 
little of each. It is up to 
manufacturers to enforce 
their fair trade contracts, he 
said. 

The annual Children’s Ser 
Award of the 
presented to Dr. 


vice associa- 
tion was 
Robert Edward 
ton heart specialist, for his 
method to 
save the lives of “blue” 
He received a bronze 


Gross, Bos 


babies. 
72) 


» 


(Continued on page 





Officers of the Toy Manufacturers of the U.S.A., Inc. 
Seated, left to right: Gilbert G. Southwick, vice-president; 
Sam G. Goss, president; and Abraham Swedlin, vice- 
president. Standing, left to right: Lewis H. Glaser, assis 


tant treasurer; L. S. 
Clark, secretary. 


Wetzel, 


treasurer, and Horatio D. 





Realignment in executive 
positions of Oakes & Co., 
Chicago, has been _  an- 
nounced. 

L. L. Oakes, founder and 
owner of the firm, is now 
chairman of the board. E. 
W. Thayer, executive vice 
president, has been named 
president, and E. W. New- 
ton, Jr., has been appointed 
vice president and manager 
of sales. 

Mr. Thayer joined Oakes 
15 years ago. In his new po- 
sition, he will be in charge of 
the various firm divisions 
and consumer catalogs. 

Mr. Newton joined the 
company recently. His ex- 
tensive background in glass- 
ware and pottery merchan- 
dising will! be used to conduct 
Oakes’ various promotional 
activities. 

The Tru-Test Div. will be 
under the direction of J. 
Harold Prather, who was 
formerly associated with 
Brown-Camp Hardware in 
Chicago. 

S. N. Sorensen, secretary- 
treasurer, has been’ with 
Oakes for 16 years. 

Procurement for the vari- 
ous divisions will be under 
the direction of H. A. New- 
som, George Spangler and 
Edward Bernardi. 


Canadian Wholesaler 
Appoints Two Buyers 


Wm. Stairs, Son & Mor- 
row, Ltd., wholesaler of 
Halifax, N. S., Canada, has 
created two new positions: 
Buyer of Hardware Div., and 
Buyer of Plumbing & Heat- 
ing Div. 

Robie H. Horne has been 
appointed to the Hardware 
post, and Alonzo C. Conrod 
to the Plumbing & Heating 
position. 

Mr. Horne joined Wm. 
Stairs in 1951; Mr. Conrod 
in 1926. 


Dakota Assn. To Hear 
Talk on Cash Selling 


A featured speaker on the 
program of the North Dako- 
ta Retail Hardware Assn. 
convention, Jan. 18-19 at 
Fargo, will be J. F. Spauld- 
ing, vice-president and gen- 
eral sales manager of the 
Black & Decker Mfg. Co., 
Towson, Md. He will talk 
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Oakes & Co. Founder Now Board Chairman; 
Thayer, President, In Staff Realignment 


on “Can You Afford to Sell 
for Cash.” 

Trade diversion will also 
be the subject of one of the 
meetings and will be dis- 
cussed also by a dealer panel. 
Other speakers will talk on 
government in private busi- 
ness, and “What the Boss Is 
Looking For.” 

Evelyn J. McGrann, exec- 
utive secretary-treasurer of 
the association has an- 
nounced a change in _ the 
trade show. This year ex- 
hibitors have been requested 
to bring to the show no 
major white goods, televi- 
sion, or merchandise sold on 
a franchise basis. 


Junior Toy Elects 
Wintermantel President 
Norman G. Wintermantel 
has been elected president 
and Guy F. Campbell, Jr., 





N. G. WINTERMANTEL 


executive vice president of 
Junior Toy Corp., Ham- 
mond, Ind., subsidiary of 





i a 


GUY F. CAMPBELL, JR. 





American Machine & Foun- 
dry Co. 

Mr. Wintermantel,  suc- 
ceeding Robert O. Law who 
has retired, was formerly ex- 


ecutive vice president. Mr. 
Campbell moves up from the 
post of vice president, gen- 
eral manager and comptrol- 
ler. 


T. Jones To Head 
DeWalt Sales 


Truman Jones, formerly 
manager of the special sales 
division, has been named 





TRUMAN JONES 


general sales manager of De- 
Walt, Inc., Lancaster, Pa. 

Mr. Jones has been with 
DeWalt since 1946, originally 
as a retail dealer, then as a 
district sales manager, and 
since 1951 as manager of spe- 
cial sales 


Central States Club 
Sets Meeting Date 

The Central States Hard- 
ware Club will hold its 17th 
Annual Meeting and Dinner 
Party January 17, in the 
Grand Ballroom, LaSalle 
Hotel, Chicago. Election of 
officers and three directors 
will be followed by enter- 
tainment. 

Lowell S. Pickup of Stan- 
ley Works, is present presi- 
dent of the Club. 


Milwaukee Show Date 


The Milwaukee Home 
Show for 1955 will be held 
March 12-20, at the Milwau 
kee Auditorium, 

A Do-It-Yourself 
will occupy about 6000 sq ft 
of exhibit space including a 
stage for demonstration. 


section 


Orgill Trade Show Dates 


Orgill Brothers Co., 10-56 
W. Calhoun St., Memphis, 
Tenn., will hold its Sporting 
Goods and Spring Trade 
Show, Jan. 10-14 at the Ellis 
Auditorium in Memphis. 


Retailers Ask President 
To Study Fair Trade Act 


The President of the 
United States, and Herbert 
Brownell, Esq., Attorney 
General of the United States, 
have been requested by the 
Nassau & Suffolk County Re- 
tail Hardware Association, 
Inc., New York, to repeal the 
Federal Fair Trade Act, and 
the Robinson-Patman Act as 
detriments and threats to the 
existence of independent re- 
tailers. 

In a letter sent to Presi- 
dent Eisenhower and Mr. 
Brownell, the Association 
asked that the existing laws 
either be strengthened to 
compel manufacturers to rig- 
idly enforce their Fair Trade 
agreements or abolish them 
completely. 

Under the present setup, 
the Association said, super- 
markets and discount houses 
were selling brand name 
products at below Fair Trade 
level forcing many small in- 
dependent retailers out of 
business. 


R. G. Burson to Head 
Jari Product Sales 


Robert G. Burson, for five 
years sales manager of the 
Durkee-Atwood Co. Indus- 
trial Division, has joined 
Jari Products, Inc., as man- 
ager of the firm’s newly ex- 
panded sales program. 

Mr. Burson is in charge of 
national sales of snow plow, 
lawn, garden and weed-cut- 
ting equipment manufac- 
tured at the Jari plant in 
Minneapolis. 


Buch Mfg. Appoints 
Field Sales Manager 

James A. Fisher has been 
named field sales manager 
by Buch Mfg. Co., Eliza- 
bethtown, Pa. 

Prior to joining Buch, Mr. 
Fisher was assistant sales 
manager with Parker 
Sweeper Co., Springfield, O. 


Home Craftsman Show 


A Home Craftsman Show 
will be one of the features of 
the Florida State Fair sched- 
uled February 5-19, at 
Tampa. 

The Show will be housed 
in an entire building, with 
more than 30,000 sq ft of ex- 
hibit space. 
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The Self-Service Package 
They’ll Reach for : 














SELLS ON SIGHT—Ciriflin’s new visible pak offers popular Grithia 
e: Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of cach product protects against me 
and handling. Each “see-thru” package includes the correct number 
of screws 
YOUR CHOICE of Griflin Hardware items. Sclect your ttems. Buy 
SELECT YOUR only what sells best—the visible pak speeds turnover 
INCREASE PROFITS this quick way. This attractive self-service pak 
GRIFFIN ITEMS sells on sight. Ask for catalog page GV-1. Order from your d 

tributor today 

2 cA 

b Sean RI ] l / Euery DOOR NEEDS THREE 
GRIFFIN PRODUCTS MANUFACTURING COMPANY 
— TY 
ERIE * PENNSYLVANIA 
A = REPRESENTATIVES 

ATLANTA, Ga. CHICAGO, Ill. DENVER, Colo. JACKSON, Miss. NEW YORK, N.Y. SEATTLE, Wash. 

Walter S. Johnson & Sons Wilbur H. Davis Roy L. Rogers L. G. Fuller, Jr. The B. S. Alder Company R.F. Bevers 

917 St. Charles Avenue 1639 Fargo Avenue 1620 Garfield Street P.O. Box 2113 45 Warren Stree  4624"Eost 60th Street 

BOSTON, Mass. DALLAS, Texas DETROIT, Mich. KANSAS CITY, Mo. SAN reancisaet ain ST. LOUIS, Mo. 

Austin & Eddy Inc. E. H. Farrar George A. Gregg Harvey D. Rush & Sons C. L. Lewis W.C. Meibaum & Cc 

115 Broad Street 2nd Unit Sante Fe Bidg. 141 W. Eight Mile Road 4638 Nichols Porkwoy 2450 17th Street 6954 Oleatha Avenue 
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CUSHION HEAD 
EASY ON THUMBS b 8 } G pipiens 
THUMB TACKS 
TACK LIFTER ON tes VISIBLE TUBES ‘0 
TRAFFIC 


UPHOLSTERY Mai Ae BRADS 


TACKS IN HANDY 
ad wa ae SREE VISIBLE TUBES 


FURNITURE SPACE SAVER NAILS 
NAILS DISPLAYS =e naaume 


VISIBLE TUBES 



























Write For Complete Details Today 


SHELTON TACK CO. SHELTON, CONN. 
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A TRADEMARK SINCE 1876 


FOR THE BEST IN 


SPRING - 
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No. 980 
Full Surface HINGES 
No. 990 
Half Surface 
\ 
\ 





Quality Made Screen Door Hinges 





BOMMER SPRING HINGE CO. INC. 


Main Office & Plant: LANDRUM, SOUTH CAROLINA 
Office: 180 N. Wacker Drive, Chicago 6, III 

Ot e 

Warehouse 


263 Classon Ave., Brooklyn 5, N. Y 














wy 1 POWER $ 60 
<u> 18° St 1178 


2 HP. Retail Price 


EXTRA PROFITS 
EXTRA SALES 


ATTACHMENTS 


| 1. Grass Mower 

2. Rotary Tiller 

3. Disston Chain Saw 

| 4. Carborundum Grinder 
Make Extra Sales 


| AND TWO 
| Self-Propelled 


WHIZ POWER SAWS \ 


«; 












/ 20” — 22 h.p. General Purpose. 
} 26” —5 h.p. Heavy Duty. 


These big power units are sales builders all year around 
with WHIZ matched Attachments — Cordwood Saws, 
Disston Chain Saws, Carborundum Grinding Wheel, Rotary 
Tiller Hoe, Grass and Brush Mower, Post Hole Auger. 


{ — Built Right to Sell Right 


For complete information and prices contact your jobber or 


Nationally Advertised 


write direct. Distributor franchises available. 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 
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| Hardware Study Course 
| Scheduled Jan. 25-27 


the 








Meeting price objections 
and Better Customer Service 
will be among the ten topics 
to be discussed at the Fifth 
Annual Hardware Study 

Scheduled January 
1955, at the School of 
Business Administration, 
University of Michigan, Ann 
Arbor. 

The course is sponsored by 
Michigan Retail Hard- 
ware Association in coopera- 
tion with the University. 

On Tuesday, January 
the following topics will be 
discussed: What The Cus- 
Expects of a Hard- 
Store Salesman and 
Saleswoman. Display and 
Selling of Hand Tools, What 
The Customer Should Know 
About Power ‘Tools, and 
Tackle That Sale With En- 
thusiasm by Wally Weber. 

Wednesday, January 26: 
Paint and Paint Accessories, 
Galvanized Ware, and Shop- 
ping Survey in Hardware 
Stores by University Per- 


Course 


OF oF 
25-27, 


25 


tomer 
ware 


sonnel. 

Thursday, January 
Selling Safety with Electri- 
eal Meeting Price 
Objection, and Be Alive in 
‘D5’ by Merrill D. Graham. 

The study course includes 


Zi: 


Supplies, 


three luncheons and two din 


ners at a price of $13.50. 


| January 18 is the last day 


| for registration. 


Texas Hardware Assoc. 
Set Convention Date 
The Texas Hardware & 
‘Implement Association will 
hold its 57th Annual Conven- 


tion and Exhibit in Dallas, 


| January 31-February 2, 1955. 








Convention sessions will be 
held at the Adolphus Hotel, 
with 100 merchandise exhibit 
hooths at the Baker Hotel. 
Program personalities will 
include Association president 
Charles A. Washmon, Har- 
lingen, who is a member of 
the official Board of the Na- 
tional Retail Farm Equip- 
ment Association; W. H. 
Gove, Minnesota Mining and 
Manufacturing Co.; J. L. Me- 
Caffrey, president, Interna- 
tional Harvester Co.; Paul M. 
Mulliken, executive director, 
National Retail Farm Equip- 
ment Association; Dwayne 
Laws, Hardware Association 
of the Carolinas, and a mem- 


ber of the NRHA National 





Advertising Committee; Fred 
Heitmann, president, Texas 
Wholesale Hardware Associa 
tion; and O. G. Satterlee, 
president, Dallas Hardware & 
Implement Club. Closing 
speaker at the Wednesday 
morning session will be Tom 
Collins of Kansas City. 


Dayton Pump Appoints 
Regional Sales Manager 


Frank G. Hickey, Jr., a 
district sales representative 
of the Dayton Pump and 
Manufacturing Co., Dayton, 





FRANK G. HICKEY, JR. 


O., since 1953, has been pro- 
moted to regional sales man 
ager. 

He will devote his entire 
time to supervision and will 


have charge of a territory 
which includes the North 
Central states. His head 
quarters’ will remain in 
Dayton. 


Bostwick Names 
Merchandising Aide 


John B. Weidler has join- 
ed Bostwick Laboratories, 
Bridgeport, Conn., manufac- 
turer of Aerosol products, as 
an assistant to Jack Schen- 
berg, vice-president and di- 
rector of sales. He will as- 
sist in the merchandising of 
the company’s Hero fire ex- 
tinguisher line. 


O'Brien Corp. Buys 
Goldberg Paint Co. 


The O’Brien Corp., South 
Bend, Ind., has purchased 
the Garrett M. Goldberg 
Paint Co., San Francisco. 

William D. Lewis has been 
appointed general manager. 
Mr. Lewis stated that the 
complete Goldberg paint line 
will continue to be manufac 
tured and distributed to all 
existing customers. 
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MANUFACTURERS’ 








Schneider, Lorscheider 
Form New Companies 


Ray C. Schneider and Lou 
Lorscheider, co-partners in 
Schneider - Lorscheider Co., 
Waukesha, Wis., have dis- 
solved their partnership busi- 
ness, 


They have formed two new 


firms: Lorscheider & Co., 
and Schneider Co., both in 
Waukesha. The new firms 


will both handle Big Stinky 
fly trap line in the same 15 
state territory as the orig- 
inal company. 

Operations will also in- 
clude handling of merchan- 
dise for hardware jobbers. 


Firm Adds Agent 


Philip Shore & Associates, 
Los Angeles, have been ap- 
pointed by Federal Fibre 
Corp., Long Island City, 


AGENTS 





N. Y., to handle its line of 
baskets, cans, and recepta- 
cles, in California, Oregon, 
Washington, Idaho, Nevada 
and Arizona. 


Irwin Rickert Opens 
Manufacturers’ Agency 


Irwin H. Rickert has 
opened a manufacturers’ 
agency, specializing in hard 
ware and sporting goods, at 
804 Palace Building, Minne- 
apolis 1, Minn. 

Mr. Rickert plans to oper- 
ate in Wisconsin, Minnesota, 
North and South Dakota, 
Nebraska and Iowa. 
formerly associ- 
Northland Sales, 
manufacturers’ agents of 
Minneapolis. Prior to that, 
with the E. M. Harding Co., 
sporting goods wholesalers 
of Minneapolis. 


He was 
ated with 


New appointments, new territories, etc. 


MANUFACTURERS’ SALESMEN 


Lawn-Boy Mowers 


John Clark has been added 
to the Lawn-Boy sales force 
of the RPM Mfg. Co., Lamar, 
Mo. 

He previously worked for 
Colonial Baking Co., Indian- 





JOHN CLARK 


apolis, for 12 years, 11 of 


which were spent in sales 
promotion. 
Thomas Yarrington will 


represent Lawn-Boy mowers 
in part of Virginia, North 
Carolina and Washington, 
p. ¢. 


He previously worked for 


Quick Home Sales, selling 
government surplus _ build- 
ings. 


Standard Pressed Steel 


Donald C., 
recently joined 
Pressed Stee] 
town, Pa., has been ap- 
pointed to the force 
and will be assigned to the 
Minneapolis office, covering 
Minnesota and Western Wis- 
consin, 


Theodore H. 


Buecker, who 
Standard 
Co., Jenkin- 


sales 


sourpgruignon, 
has been 


He will have his headauar 


ters in Indianapolis and 
cover southern Indiana, 
southwestern Ohio and al! 


of Kentucky. 


Welch Brothers Co. 


James Girard has joined 
Welch Brothers Co., North 
Chicago, Ill., manufacturer 


hard- 
ware, as sales representative 
for New York and New Jer- 


sey 


of locks and builders’ 
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promoted to the | 
company’s outside sales staff. | 


Yea l after year 


...day after day 
Tri-State makes and 
Sells more crystal 
clear rigid plastic 
housewares than any 
other company in the 
whole world! There 
are reasons...33 of 


them. Come: see, in 
Booth C-969 Navy Pier. 





“Look into TRI-STATE" 










O8 4 MUN 
<n * ore 
Guaranteed by 
Good Housekeeping 
+ wy 


* 
’ AY 
45 apvearisto 1 


TRI-STATE PLASTICS 


Henderson, Kentucky 
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Nudelman Gets Cory 
Territory Manager Post 
Cory Corp., Chicago, has 
promoted Mort Nudelman to 
the position of South Texas 
territory manager. Prior to 





MORT NUDELMAN 


DEALER BRIEFS 


(Continued from page 66) 


morning of Nov. 22, did not 
cause a cessation of business. 
The business, which is prin- 
cipally industrial supply, re- 
sumed operations almost im- 
mdiately by phone and mail. 
The office was untouched by 
the flames. The loss was ade- 
quately covered by insurance, 
the company reports. 


Hardin, Mo.— Elbert 
Craven has purchased from 
Mrs. Helen Patton the Wille- 
ford and Hilton Hardware 
Store. Mr. Craven will han- 
dle a complete line of hard- 
ware and some appliances. 


Oil City, Pa.—Seep Broth- 
ers Hardware Store, part of 
a chain of the United Hard- 
ware & Supply Co., changed 
hands recently. New officers 
elected by the corporation 
are Irving Levick, president; 
Norman T. Toomey, vice 
president; Harold A. Dautch, 
secretary-treasurer. 


Bluefield, W. Va.—Andrew 
L. Clark, owner and operator 
of the Mercer Motor Co., 
purchased the Virginia 
Hardware Co. from R. W. 
Coker on Dec. 1. William 
McGinnis is manager of the 
store for the new owner. 


New Haven, Conn.—Dover 
Hardware Co., Inc., 143 River 
St., has been sold to William 
R. Cuthbert of Ogdensburg, 
N. Y., and associates. Pierre 
F. Dover, president of the 
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his promotion, he was the 
assistant territory manager 
for the southern Chicago- 
land area. 

Mr. Nudelman will handle 
Cory’s coffee brewing equip- 
ment and appliances as well 
as all Nicro housewares, and 
Fresh’nd-Aire room air con- 
ditioners and air treatment 
appliances throughout South 
Texas. 





Wholesale Firm Sets 
Merchandise Show Date 


Northern Wholesale Hard- 
ware Co., Portland, Ore., has 
set its 1955 Convention and 
Merchandise Show date for 
February 20-22. It will be 
held in the firm’s building at 
805 N. W. Glisan St. 


loeal firm, will continue in 
association with the company 
as a special representative. 


Opa-Locka, Fla. — County 
Hardware & Paint Store 
opened recently at 401 Opa- 
Locka Blvd., in the heart of 
the city’s shopping center. 
Free delivery is included in 
the store’s services. Souve- 
nirs were given away at the 
grand opening. 


Wormleysburg, Pa.—Henry 
K. Bowman & Co., 449 S. 
Front St., held its grand 
opening on November 13. 
The company features a 
complete line of power tools 


and offers full instructions to 


customers on their use. 


McMinnville, Tenn.—Free 
prizes, including a Sunbeam 
Mixmaster, set of Revere- 
ware and a fire set were 
given away at the recently 
held formal opening of Bess 
& Title Hardware Co. 

The new firm has a com- 
plete stock of hardware, 
toys, wheel goods, power 
tools, small appliances, 
housewares, stoves, guns and 
shells, and fertilizers. 


Traverse City, Mich— 
William and John Maxbauer 
have opened a_ hardware 
store in a building just 
erected. 

The brick structure has 


4,500 sq ft of floor space. 
The owners plan to carry a 
complete line of hardware 
and kindred items. 


Toy Mfrs. Predict 
Increased Sales 
(Continued from page 67) 


plaque and aé_ check for 
$1000. Three other citations 
were awarded, including an- 
other physician. 

The association’s 52nd an- 
nual American Toy Fair will 
be held March 7-16, 1955, in 
permanent showrooms at 200 
Fifth Ave., 1107 Broadway 
and vicinity with temporary 
displays at the Hotels Mc- 
Alpin and New Yorker, all 
in New York City. 

Sam G. Goss, Halsam 
Products Co., Chicago, suc- 
ceeded Frederick W. Doepke, 
Charles Wm. Doepke Mfg. 
Co., Inc., Rossmoyne, O., as 
president. New  vice-presi- 


Concordia, Mo.—-Hugo H. 
Sodemann, owner of Sode- 
mann Hardware Co., has sold 
the business to Elmer H. 
Frerking, who will conduct 
the establishment as Frer- 
king Hardware. 

Mr. Sodemann purchased 
the store in 1922. It was es- 
tablished by his father, Wil- 
liam Sodemann, Sr., in 1869. 


Wilmington, Del.—H. H. 
Ulmer is remodeling and 
adding about 1600 sq ft of 
floor space to his hardware 
store at 1702 New Road, in 
Elsmere. The work is ex- 
pected to be completed in 
February. 


dents are Gilbert G. South 
wick, Childhood Interests, 
Inc., Roselle Park, N. J., and 
Abraham Swedlin, Gund 
Mfg. Co., New York City, 
L. S. Wetzell Renwal Mfg 
Co., Inc., Mineola, N. Y., is 
treasurer, Lewis H. Glaser, 
Revell, Inc., Venice, Calif., 
is assistant treasurer. Ho 
ratio D. Clark, New York 
City, continues as secretary. 
Newly elected directors 
are Herman G. Fisher, Fish- 
er-Price Toys, Inc., E. Au- 
rora, N. Y.; Charles B. 
Gainsburgh, Esquire Novel- 
ty Co., Inc., Jersey City; Al- 
fred C. Gilbert, Jr., A. C. 
Gilbert Co., New Haven; P. 
E. Howard W. Winzeler, Ohio 
Art Co., Bryan, Ohio, and 
William Lantz, Sun Rubber 
Co., Barberton, Ohio. 
Directors continuing in 
office are: O. W. Siebert II, 
O. W. Siebert Co., Gardner, 
Mass.; Mr. Southwick, Mr. 
Wetzel, Silas M. Ford, Sifo 
Co., St. Paul, Minn.; Mr. 
Glaser, James M. Prentice, 
Electric Game Co., Inc., Hol- 
yoke, Mass, and Mr. Swedlin. 





Castell & Co. Acquires 
Garden Hose Reel Line 


R. A. Castell & Co., Glen- 
dale, Calif., has acquired the 
garden hose reel, oil and air 
hose reel, and Magic Ring 
Coupling business of Lindsay 
Mfg. Co., Lindsay, Calif., 
which now is devoting its en- 
ergies to other products. 

Lindsay hose reels will con- 
tinue to be marketed by Cas- 
tell under the name Lindsay 
‘Circle L’ reels. 








OBITUARIE 








Jack L. Arrington 


Jack Lunsford Arrington, 
50, owner of the Brookwood 
Hardware, Atlanta, Ga., died 
November 9. He had oper- 
ated the store for six years. 

Mr. Arrington was for- 
merly associated with the 
Georgia Power Co. 


William R. McDonald 


William R. McDonald, 70, 
retired hardware salesman of 
Menominee, Mich., died De- 
cember 5. 

Mr. McDonald was asso- 


ciated with the Northern 
Hardware & Supply Co., 
wholesalers of Menominee, 


for more than 48 years. He 
joined the firm in 1906. 


Merrell M. Williams, Sr. 

Merrell M. Williams, Sr., 
74, former manager of the 
adjusting department of 
Belknap Hardware & Mfg. 
Co., wholesalers of Louis- 
ville, Ky., died November 1. 

He was an employee of the 
Belknap firm for 53 years 
before he retired last year. 


Elvin H. Johnson 

Elvin H. Johnson, 62, 
founder and president of the 
Glynn-Johnson Corp., hard- 
ware manufacturers of Chi- 
cago, died November 13. 
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L. Beushausen Joins 
Lamson & Sessions Co. 


The Lamson & Sessions 
Co., Cleveland, has assigned 
Louis W. Beushausen repre- 
sentative for the six-state 
New England territory. He 





LOUIS W. BEUSHAUSEN 


line of 
cotters, 


will handle the firm’s 
bolts, nuts, screws, 
rivets and specials. 

Mr. Beushausen joined the 
Black & Decker Mfg. Co. in 
1927 as sales engineer. 

In 1952 he resigned from 
Black & Decker to open his 
own office as a manufactur- 
ers’ representative, and in 
March of this year joined 
Lamson & Sessions. 


Health Campaign Urges 
Steel Garbage Can Use 


Galvanized steel garbage 
cans are going to be spot- 
lighted in a sanitation cam- 
paign in Memphis, Tenn. The 
campaign will be conducted 
by the city’s health depart- 
ment to encourage more 





householders to starve dis- 
ease carrying rats and flies 
by using covered galvanized 


steel garbage cans. 
Everett C. Handorf, direc- 
tor of the city’s Bureau of 


Sanitary Engineering, an- 
nounces that his department 
will distribute a special 
health notice card to resi- 
dents where uncovered gar- 
bage containers are used. 

The card which closely re- 
sembles a government post 
card, bears this message: 
“PROTECT YOUR FAMI- 
LY’S HEALTH. DON’T 
FEED RATS AND FLIES 
Rats carry rabies, plague, 
typhus and other diseases. 
Flies spread dysentery, tu- 
berculosis and, possibly, polio. 
Help prevent disease by 
starving rats and flies. Keep 
garbage in covered galvan- 
ized steel or other rust-resis- 
tant garbage cans.” Signed: 
“HEALTH DEPART- 
MENT” 


E. T. Crandall To Head 


Lux Clock Sales Dept. 

The Lux Clock Mfg. Co, 
Waterbury, Conn., makers of 
a complete line of precision 
timing instruments and 
clocks, has appointed Eugene 
T. Crandall as_ industrial 
sales manager. 

A veteran of 23 years with 
Lux, Mr. Crandall has been 
district sales manager in the 
Midwestern States for sev- 
eral years. Succeeding Mr. 
Crandall as sales representa- 
tive for Lux in the Midwest 
territory is Frank Palfrey. 


News of the Trade 





P. E. Richardson Joins 
Landers, Frary & Clark 


Philip E. Richardson has 
been appointed assistant to 
E. J. Van Buskirk, vice pres- 
ident in charge of house- 
wares and vacuum goods at 
Landers, Frary & Clark, New 
Britain, Conn. 

Mr. Richardson for- 
merly general sales manager 


Was 





PHILIP E. RICHARDSON 


for Roberts Industries, Bran- 
ford, Conn 

In his new capacity, he will 
also assist Mr. Van Buskirk 
in the distribution of Dazey 
Products. 


Yale & Towne Names 
Locksmith Supply Head 


Leon Kotch has been pro- 
moted to director of lock- 
smith supply sales for the 
Yale Lock and Hardware 
Div. of The Yale & Towne 
Manufacturing Co., Stam- 
ford, Conn. 

Mr. Kotch will be responsi- 
ble for directing sales efforts 


on locksmith supplies and 
other products normally sold 
through locksmiths. 

He joined Yale & Towne’s 
staple goods sales department 
having served 
and man- 


in 1953 after 
in Various 
agerial capacities for 21 
years with the Segal Lock 
and Hardware Co. and the 
Norwalk Lock Co. 


New Chicago Salesman 
For Inland Steel Products 


sales 


John P. Regan has been 
appointed sales representa- 
tive in Northeastern Illinois 


by Inland Steel Products Co., 
Milwaukee, manufacturers of 
the Milcor line of steel build 


ing products. His territory 
includes Du Page, Kane, Ken 
dall counties and part of 


Cook county. 
Mr. Regan was formerly 
assigned to the company’s St. 





“bp 
JOHN P. REGAN 


{ ouis branch and earlier un- 
derwent a training program 
at Inland’s main offices in 
Milwaukee. 


+ 


Parker Sweeper Co. Holds Annual Sales Meeting 


Sreitt os ts Peer 


“ ; * i 


fe 


ST advertising and promotion plans comand the 
attention of these sales representatives and company execu- 
tives when Parker Sweeper Co. held its annual sales meeting 
in Springfield, O. Left to right, are: Ivan W. Lee, J. Bruce 
Oliver, F. R. Moore, J. G. Austin, Marvin Dorn, Max Burnett, 


HARDWARE AGE, DECEMBER 23, 1954 





E. oO. ra H. A. ican pur .M. Gaston P. R. Stout, 


A. E. Edwards, 


R. W. Parker, Stephen Berecz, Jr., R. E. 


Bradley, Jack Schott, J. O. Spottswood, Fred Williams, James 


A. Fisher, Jack Kilty, Lou Braden and Will Wall. 


Operating 


features of Parker line were also discussed. 
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The Business Outlook—Markets oe Price News 


(Continued from page 14) 


was “in line” with the 
which started last spring. 

Non-instalment credit climbed 
$102 million during October, bring- 
ing the total of all consumer debt 
to $28.975 billion. 


upturn 


Production at Peak 
For Year in November 


Production 
industry 


paced by the auto 
reached its highest level 
of 1954 during November, reports 
the National City Bank of New 
York. 

Contributing to the good Novem- 
ber showing, the bank said, were 
an upswing in employment, a rise 
in manufacturers’ unfilled orders 
and a high level of retail sales. 

Referring to auto production, it 
noted that the scheduled output for 


December is more than 600,000 
cars. 

“This rate will not be main- 
tained indefinitely,” the bank 


warned in its monthly letter, ‘‘and 
in that respect business now feels 
a stimulus which will not be recur- 
ring.” 


No Change Noted In 
Dept. Store Sales 
Department store sales 
the nation for the week ended Nov. 
27 stood unchanged from the com- 
parable 1953 week, 
Federal Board. In the 
previous week, sales had gained 2 
pet. 
A detailed breakdown of sales by 
the various districts follows: 
1 wk 
Week Ended ended Jar 1 to 
District N 7 Nov. 20 Nov. 27 Nov, 27 
Boston ) y 
New York ) ss , 3 1 
Philadelphia + 1 , + 1 
Cleveland i 


Richmond - I , i. 1 
Atlanta ' 9 ” 


across 


reports the 
Reserve 


Chicage 
St. Louis “ 2 
Minneapolis j j 
Kansas City + € +10 5 + 2 
Dallas l ' 3 1 
San Francise« 4 l + 1 

U. S. Total a + 2 + 
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Big Drop in Earnings 
Shown by Ward's 

Earnings of Montgomery Ward 
& Co., the nation’s second biggest 
general merchandise and mail or- 
der firm, declined 14.3 pet during 
the third quarter. 

Net profit for the 
Oct. 31 fell to $8,690,637, 
$1.28 a share, from last year’s 
$10,142,232, or $1.51 a share. 

Sales for Roe latest 3-month 
247,323,366, off 11.9 


} months ended 
equal to 


period were 
pct. 


Southeast States Lead 
In New Businesses 
The number of businesses across 
the nation increased by 6500 last 
vear to reach a total of 4,185,300, 
reports the Commerce Dept. 
Southeastern states showed the 
a gain of 15,000 new 
Leading the decline 
were the Central states, off 13,000 
during the year. 


biggest jump 


businesses. 


The contract construction indus- 
try registered an increase of 14,000 
firms for a 3 pet boost. 

The Middle East and the Cen 
tral states each’ account for about 
one-quarter of the nation’s busi 
ness firms, according to the stridy. 
These regions also have about the 
same proportion of the country’s 
population and individual income. 


Defense Spending 
Will Be Unchanged 

Defense Secretary Charles Wil- 
son predicts that defense spend- 
ing—a key factor in the nation’s 
economy—in the 1956 fiscal year 
will remain close to the current 
annual rate of $35.5 billion. 

Such a defense outlay would en- 
tail little reduction in the federal 
budget for the coming fiscal vear. 

Defense spending makes up about 
two-thirds of the total budget. 


Nation at Threshold 
Of New Expansion Era 

The decade of the 1960’s will 
provide the “historic turning 
point” in the nation’s economic 
history, according to Ralph R. 
Crosby, president of the U. S. Sav- 
ings & Loan League. 

When the babies born after the 
start of World War II begin mar- 
rying and raising their own fami- 
lies, a new era of expansion will be 
launched, according to Mr. Crosby. 

“By the late 1960's,” he says, 
“we will probably see upwards of 
1.6 million new families created 
annually.” This will have a strong 
impact on the home building and 
home financing field, Mr. Crosby 
notes. 

He says that the country now is 
in a “leveling-off period which 
might continue for a year or two 
or slightly longer.” 

The expansion of the 1960’s, he 
predicts, can mean new housing 
starts of 1.5 million per year. 


Personal Savings At 
Peak of $261 Billion 


Mr. and Mrs. America are put- 
ting more money than ever into 
the nation’s mutual savings banks. 

These deposits gained $101 mil- 
lion during October to reach a 
new high of $25.9 billion, reports 
the National Association of Mu- 
tual Savings Banks. 

The number of depositors also 
is going up. During October the 
banks gained 149,000 
swelling the total to just under 
the 20.7-million mark. 


accounts, 


Individual Earnings 
Are at Lower Level 

The average American earned 
less money in October than he did 
either in September or in October, 
1953, reports the Commerce Dept 

Individuals earned at an annual 
rate of $285.9 billion during Oc- 
tober—or some $700 million under 
the September rate and $1.9 billion 
less than the year-ago rate. 

The government agency attri- 
buted the overall decline to an 
easing of farm income. 

But income from_ non-farm 
sources continued on the upswing, 
the department noted. 
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McCall's Woodworking 
Patterns Go on Sale 

A list of 171 hardware, depart- 
ment and chain stores and lumber 
yards will be listed in the January 
issue of McCall’s Magazine as 
places where customers can buy 
the first 12 designs in the maga- 
zine’s new “Do-It-Yourself” trans- 
fer patterns. 

Each of these stores have re- 
ceived a complete merchandising 
kit, including wall or counter racks, 
display cards, banners, mobiles, 
window display suggestions, state- 
ment stuffers, blow-ups, ad mats 
and display materials. 

The patterns are simply trans- 
ferred to wood by ironing with a 
household iron. Each pattern also 
“Cut-’n-Join” guide, with 
step-by-step illustrated instructions 
and details on cutting and finish- 
ing. 


has a 


Advance Orders Heavy 
For ‘Handy Plans’ 
Better Homes and Gardens claims 


that its Handy Plans will have 


Now! 


—THEY SELL ON SIGHT TO YOUR 


easier TO © 


WROUGHT IRON 


LEGS 





“DO-IT-YOURSELF” CUSTOMERS! 


Here’s a profitable item that brings 


THE SQUARE CORNER 
MAKES EMPIRE LEGS 
fasite TO USE 









steady profits and repeat sales, with- 
out a heavy investment on your part. 
Empire Wrought Iron Legs are priced 
right —and have the angle corner that 
ASSURES proper leg positioning by 
your customers. It’s a big selling fea- 
ture! Quick delivery on all sizes. 


A SMALL STOCK SETS YOU UP — WRITE NOW 
FOR FULL INFORMATION AND PRICES 


4 NC 
WORKS, I ‘ 
3644 N. HALSTED ST., CHICAGO 13, ILL. 


Manufacturers of Distinctive U hough Yren Gurnitire 











sales in the field 
when they go on sale on Jan. 21. 
The claim is based on a test run 
editorial that appeared in. the 
October issue of the magazine. 

10,000 orders 
received on six home craftsman 
“how to” items that were pictured. 


the greatest 


More than were, 


Two pages in the February is- 
sue will present 35 pieces of fur- 
niture and toys. The plans, plus 
display racks and point-of-sale ad- 
vertising materials, are available 
to retailers through wholesalers. 


F.R.B. Notes Some 
Business Expansion 


Gross national product—the na- 
tion’s output of goods and services 
—will reach $356 billion this year, 
a slight dip below last year’s $365 
billion, estimates the Federal Re- 
serve Board. 





“Some expansion appears to be 
developing,” the Board notes in a 
survey of the fourth-quarter out- 
look. 

Businessmen, the Federal Re- 
serve adds, may be preparing to do 





more ordering and less inventory- 
cutting. 
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No Threat of Over-Expansion Is Noted 
In Home Building; 1927 Boom Nearly As Big 


There is plenty of room for ex- 
pansion in the nation’s construc- 
tion industry, declares an economic 
expert. 

“The construction industry has 
plenty of room to go on expanding 
next year and afterward, because 
today’s record-breaking dollar vol- 
ume of construction still is well be- 
low the proportions of a specula- 
tive boom,” says Dr. George Cline 
Smith, economist for F. W. Dodg 
Corp. 

“If we put our present rate of 
construction into 1927 dollars,” he 
adds, ‘‘we find it has shrunk to $14 


5% Business Upswing 
Predicted for 1955 

The new president of the Na- 
tional Association of Manufactur- 
ers predicts a 5 pet upswing in gen- 
eral business activity and greater 
take-home pay for the average 
worker in 1955. 

Henry G. Riter, 3rd, president 
of Thomas A. Edison, Inc., of West 
Orange, N. J., says there is “room 
for a great deal of encouragement 
in the whole business picture.” 

Meanwhile, he calls the results 
for 1954 “little short of phenom- 
enal.” 

“We've had stable prices for the 
past year or 18 months,” observes 
the 1955 head of the NAM, which 
has a membership of 20,000 busi- 
ness concerns. 

Electronics is the industry with 
the brightest future today, accord- 
ing to Riter. “One healthy thing,” 
he says, “is that both small and 
large companies can participate in 
ihis field.” 


Production of Radios 
Was Down This Year 


Radio shipments to dealers 
showed a sizeable drop during the 
first 9 months of this year, accord- 
ing to the Radio-Electronics-Tele- 
vision Manufacturers Assn. 

The 9-month total fell to 3.7 mil- 
lion from 4.8 million a year ago. 

September shipments, however, 
came to 722,000—almost double the 
August figure. 


76 


billion, instead of $36 billion. 

“That’s still a little gain over 
the 1927 boom of $12 billion. 

“But the country has grown 
since 1927. We have to adjust for 
population changes.” 

Dr. Smith notes that “new con- 
struction per capita in 1927 was 
just about twice as mucn as it is 
in 1954, after taking cost into ac- 
count.” 

The economist says that “we can 
rule out any fears of a collapse in 
construction which might be pro- 
duced by the overbuilding charac- 
teristic of a speculative boom.” 





1954 Best Building 
Year Since 1950 


Building permits issued in 217 
cities during the first 10 months 
of this year amounted to $4.5 
billion, the second highest year 
in history, reports Dun & Brad- 
street. 

The latest total, which runs 
2.8 pet above the like period last 
year, is exceeded only by 1950. 

The South Central States— 
with permits up 16.8 pct—regis- 
tered the best advance for any 
region this vear. 
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"Boss, haf ve got vun uf dem liddle 
uffins vot goes in der stofe pipe mid- 
oudt der smoke goink through?" 


Hirings Will Show 
Seasonal Increase 

Hiring of new workers should 
rise across the nation by the end 
of 1954, then tend to level off as 
winter curtails construction and 
other outdoor work, reports the 
Labor Dept. 

A survey of employment condi- 
tions in 194 major labor market 
areas shows that the auto and steel 
industries should provide sizeable 
new hiring in coming months. 

Added help for Christmas also 
acts as a spur to the employment 
prospects, says the department. 


Parker Sweeper Co. 
Franchises Dealers 

The Parker Sweeper Co., Spring- 
field, O., has announced a new sales 
policy to tighten fair trade protec- 
tion to dealers on its line of lawn 
sweeper and Fold-A-Way lawn 
carts. 

Distributors are being re-fran- 
chised and they in turn will be re- 
quired to franchise dealers subject 
to the manufacturer’s approval. It 
is expected that after Feb. 1, 
Parker products will be available 
only from franchised dealers. 


200 Million Aerosol 
Items Made This Year 

The aerosol industry will produce 
an estimated 200 million units this 
year, says Bostwick Laboratories. 

Display deals, early booking dis- 
counts, new self-service display 
units and promotion aids covering 
its key product, Hep Insecticide 
Spray, and other specialty push- 
button aerosols for every household 
need, are included in the company’s 
promotion program. 


Fewer Claims Made 
For Unemployment Pay 

New jobless pay claims for the 
week ended Nov. 27 ran _ below 
year-ago levels, according to the 
Labor Department’s Bureau of 
Employment Security. 

These claims came to 241,000, 
against 279,425 for the same week 
of 1953. The latest report also 
showed a drop of 46,800 from the 
previous week. 
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Productivity Geared 
To Strong Promotion 

High output of the nation’s goods 
now becomes a key promotion job, 
according to Roy W. Johnson, ex- 
ecutive vice president of General 
Electric Co. 

“From now on,” 
productivity becomes the prime re- 
sponsibility of marketing manage- 
ment and nobody else.” 

Research, engineering and manu- 
facturing have shown “what they 
can do to give us the facilities for 
productivity,” he told the annual 
meeting of the Association of Na- 
tional Advertisers. 

The present day challenge, Mr. 
Johnson maintains, is up to selling, 
advertising and marketing. 

“From here on out,” he adds, 
“everything that marketing 
advertising do must be keyed to 
increasing productivity.” 


he says, “high 


and 


Painters Get Biggest 
Hike in Pay Scale 

Hourly pay scales for unionized 
building trades workers—with 
painters getting the biggest boost 
—rose an average of 0.8 pct during 
the third quarter of 1954, reports 
the Bureau of Labor Statistics. 

Union wages for construction 
workers, the Bureau estimates, 
averaged $2.82 an hour as of Oct. 1. 

For painters there was an ad- 
vance of 3.3 cents an hour during 
the 3-month period, topping all 
other trades. 

In the first 9 months of this year, 
the average increase in rates for all 
trades came to 10 cents per hour. 


Non-Farm Home Starts 
Continue to Increase 


The Labor Dept. that 
non-farm housing starts rose three 
pet in September over the previous 


reports 


month—a period when home starts 
usually decline. 

The September total of 114,000 
exceeded both the 111,000 starts in 
August and the 92,000 starts in 
September, 1953. 

Only the year 
better September 
units started. 

The Department said the strength 
in housing activity was due mainly 
“to the liberalized mortgage loan 
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More to a Hook 
Than Meets the Eye 


They are not just ‘“‘hooks’’ at 
Brooks. Bends are open or closed, 
plain or reversed. Threads are right 
or left, machine or wood. There 
are plate-mounted rings, insulated 
inserts, clevis pins, cotter pins — 
and special wire parts to your re- 
quirements. Whatever your needs 
may be, let us go over them to- 
gether! 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROGKS “HOOKS 



















ADJUSTABLE 
CUTTER - RIPPER 


for use in 

@ HOME e OFFICE 
@ CAR @ STORE 
@ WAREHOUSE 


USES DOUBLE 
EDGE BLADE 





A 
McGill Metal Products Co. 


MARENGO e@ ILLINOIS 














Selling Key 


to the *2% Billion 
Hardware Market 


The HARDWARE AGE Verified List will save you time and 
money in making sales. Use it for market planning, in setting 
up sales territories, in making personal contacts with buyers and 
officials in the wholesale hardware field. Your salesmen will find 
it a tremendous help in planning calls and routes efficiently and 
profitably. Order copies for your Sales Dept. and salesmen now. 


The Only Source of Complete, Accurate, 


Current Data on: 


551 Hardware Wholesalers in U.S. 
114 Hardware Wholesalers in Canada. 
Hardware Wholesalers in Hawaii. 

121 Heavy Hardware Wholesalers in U.S. 
(These are in addition to 420 Hardware 
Wholesalers handling heavy hardware.) 

2,167 Industrial Supply Distributors in U.S. 

173 Industrial Supply Distributors in Can. 

1,075 Plumbers’ and Tinners’ Supply Jobbers 
in U.S. 

114 Plumbers’ and Tinners’ Supply Jobbers 
in Canada. 

1,965 Manufacturers’ Agents handling hard- 
ware and housefurnishing lines in U.S. 

105 Manufacturers’ Agents handling hard- 

ware and housefurnishing lines in Can. 


825 Hardware Chain Stores in 
U.S. representing 3,854 


_ 
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NEW 21st Edition 
MORE THAN 230 PAGES 


Wholesale listings include: 
Name and address © Capitalization 


Date Established © Names of buyers 
ond merchandise handled by each 


Territory covered 









Number of men travelled 
Names and titles of officials 
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HARDWARE AGE, Verified List Department } 
































units. I 100 East 42nd Street, New York 17, N. Y. 
4 Distributors selling through I Mail postpaid__ copies of the 21st Edition of the ! 
Franchised Dealers repre- § HARDWARE AGE Verified List, for which find enclosed $ 
senting 6,453 units. 4 (et $15.00 per copy). Single orders for 6 or more copies subject 
to 5% discount. I 
: Note: for New York City sales, add 45¢ for 3% Sales Tax. ! 
N. ! 
CLIP and MAIL [aye "=" 
Firm 
TODAY Pn = 
I City __State 1 
Lee wee we ee eo@w were ew eewed 
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Ask your 
jobber's salesman about 


FULLER'S GOLDEN 
HUNDRED SALESMAKER 


with unique SCREW DRIVER 
TESTER and 100 


Fuller Screw Drivers! 








famous 










World's Largest Producers of 
Unbreakable Amber Handle Tools 


THT TL 
WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 














STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
. RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








SOLD THROUGH 
JOBBERS ONLY 
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provisions of the Housing Act of 
1954 and to the ready availability 
of mortgage money on easy terms 
in most communities.” 

At an adjusted rate, the Depart- 
estimated annual starts at 
1,232,000 for September—the high- 
est for any month since January, 
1951. 

For the first nine months of this 
year, housing starts amounted to 
906,500—or about five pct ahead of 
the year-ago figure. 


1 of Every 3 Families 
To Have Boat by 1964 


A maritime industry authority 
forecasts a boat for one family in 


every three in the United States by 
1964. 
“Today there are more than 5 


million small pleasure craft in use 
on the waterways of America, or 
enough to provide one boat for every 
seven families,” reports President 
H. B. Atwater of Scott - Atwater 
Manufacturing Co. 

“With the marine industry pro- 
ceeding at the same steady rate of 
growth as it has since the end of 
World War II, I predict that there 
will kb enough boats in use to pro- 
vide one for every three families 
in the U. S. within 10 years.” 


Mortgage Applications 
Swamp Housing Agency 

Home buyers are continuing to 
flood the Federal Housing Admin- 
istration with a_ record-breaking 
total of mortgage, insurance appli- 
cations. 

The F. H. A. reports it received 
59,350 of applications dur- 
ing October—or more than double 
the total for the same month last 
year. 


these 


This made the third straight 
month in which new records were 
set. 

The October figure was composed 
of nearly 30,000 applications to buy 
new homes and more than 29,000 
for the purchase of existing homes. 

F. H. A. Commissioner Norman 
Mason said the large number of 
“home 
buyers who are eager to take ad- 
vantage of F H. A.’s new liberal 
terms.” 


applications comes from 


(Resume reading on page 15) 
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LOCK-EASE : 
Graphited LOCK FLUID 


For year-round lock main- 
tenance and best protection 
against sticking — rust — 


freezing. 4-oz. “Drop or 
Stream” can, 39c. Order from 


your jobber. A 
Gs 


| 
| 
| PRODUCTS 
' 
| 
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$0 Stainless DOOR-EFASE Stick 
| Lubricant in two size Se and | 








American Grease Stick Co. 
Muskegon, Michigan 











3% AMERICAN Dri pless Oil in { 


4-oz. oiler, 29¢ 











for Water 
Heaters 


ae Double, 


REPLACEMENT COILS 
Triple, Multi- 
Coils and 


c Instantaneous 3 


DORMONT Mfg. Co, 13!4 High st. 


Pittsburgh, Pa 2 

















STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


: Sheet Metal Serows e Machine Serowe © Cap Serews 
Wood Serews @ Nuts, Rs) Fm 
Class 3 AN Dritted Fillister Heads. PROMP 
CiveRies ON SMALL OR LARGE QUANTITIES. 
Write for complete descriptive catalog 
O (oj), STAINLESS SCREW CO. 
¢ (S—amp (kame am Little Falls 42300 


649 Union Blvd. * Paterson 2, N. 
Direct New York ‘phone Wisconsin 7-9041 














His Hardware Age 
Ad. Brought Results— 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 
necessity, especially in view of the fact 
that | have secured several desirable 
lines through the Advertisement | 
placed in the AGE in January. With 
best wishes for your continued success.” 
Sincerely yours 


A Satisfied Advertiser 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 


SELL. 


US ES 


See Your Jobber or Write For Your Nearest Distributor 


EXITING NEW PANEL BAR’ BY << 
BREAKS ALL HOUSEWARES SALES RECORDS! 


* Trade Mark Reg. Patents Pending. ASK YOUR JOBBER, WRITE OR WIRE . . . THE METALOID COMPANY, 8701 UNION AVE., CLEVELAND 5, OHIO 
Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 994 by 115% inches over all; writing area 8!/, by 11'/2 inches. Sheets printed on both sides of white 
paper, with 26 entry lines on each side. PRICE $1 for 160 sheets (320 pages) plus 15¢ mailing charge. 





ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 












































PAGE HARDWARE AGE INVENTORY RECORD or. 
SECTION... ENTERED BY CHECKED BY. 
LOCATION. PRICED BY. CHECKED BY____ 
CALLED BY. EXTENDED BY ERRORS EXD BY. 











Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Unies With Dosens, or Dorens With Gross Quandtes, 





Published by HARDWARE ACE. 100 East 42nd Street, NEW YORK 
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You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 

From the many suggestions received this sheet was designed 
to sell at a new low price—160 sheets for only $1, plus a 15¢ 
mailing charge. As these sheets are printed on both sides of 
good white bond paper, this means you really get 320 pages 
of inventory record sheets. Each side of the sheet has room 
for 26 items. Your $1.15 investment provides inventory space 
for 8.320 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they have found them sim:le, con- 


venient and handy to use. The WHITE INVENTORY 


SHEETS are the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort was directed 
toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular 
HARDWARE AGE Inventory Sheet Binder, which is used 
by thousands of dealers who reorder their Inventory Sheets 
from us year in and year out, 

Due to the exceptionally low price at which these sheets are 
sold (and which applies to the United States and its posses- 
sions only). it will be necessary to include your money order 
or check with your order. 

Make vour inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Order your supply tos! .y 
from HARDWARE AGE, 100 E. 42nd St., New York 17, N. Y. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solld, maximum 50 words........ . $5.00 
Each additional word....... ae 
Positions Wanted 
(Special Rate) set solid, maximum, 
a idee imindebe ascend deeortesess 


Each additional werd. . 05 
Allew Seven Words for Keyed Address 
or Your Address 








BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, liternture, 
catalogs, etc., will not be forwarded te box 
number advertisers uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 
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Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








HOUSEWARE—NURSERY ITEM 


Volume seller. Salesmen calling on house- 
ware and baby department buyers are 
invited to write us. We sell Dealers only 
—no Jobbers. 


Sun Products, 5514 Easton, St. Louis 12, Mo. 











SALES REPRESENTATIVE 





WANTED TO 


SELL to retail lumber yards throughout the 
country. Top quality imported hardware such as 
butts, shelf brackets, etc. These are volume items 
and pay a generous commission. List lines carried 


Address: Box C-204, care 
East 42nd Street, New 


and years in business, 
of Harpware Ace, 100 
York 17, N. Y 





SIDELINE SALESMEN WANTED 


Prominent manufacturer of paint brushes expanding 
distribution Has open territories for aggressive 
paint, hardware, or specialty salesmen now calling 
on retail trade (paint, hardware, dept. stores, lumber 
dealers, etc.). Complete quality line in both bristle 
and nylon, competitively priced Strong home office 
backing Top commission: Write full details In 
confidence 
Address Box C-261, eare of ce aa 
100 East 42nd St., New York 17, N. 











REPRESENTATIVES WANTED. Commission 
Salesmen wanted by old established manufacturer 


of Plumbing Brass Goods, Fittings and Valves. 
Line to be sold direct to rated Plumbing and 
Heating Contractors, Hardware and Lumber 


Yards, Representative to have exclusive sales in 


territory assigned, State fully what territory you 
actively cover and what lines you now sell. Reply 
will be held strictly confidential. Address: Box 
(.251, care of Harnoware Ace, 100 East 42nd 
Street, New York 17, N. Y 

'TLERY MANUF: ACTURER HAS TWO 


F xe ELLENT openings in established territories 
for experienced traveling salesmen with cars. 
Write giving full background to Queen Cutlery 
Company, 10 Commerce Court, Newark 2, New 
lersey. 





REPRESENTATIVES WANTED 


ILLINOIS & MIDWEST TERRITORY OPEN, — selling 
direct to retail dealers complete line of garden 
supplies from Chicago Shipping Point. 





Address Box C-231, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











REPRESENTATIVES WANTED TO SELL 
GEIGER COUNTERS. Long established top rated 
manufacturer of radiation instruments offers un 
isual opportunity for substantial income to ag 
gressive qualified representatives calling on hard 
ware, sports, and dept. stores. As a result of 
tremendous public excitement about uranium dis 
coveries, many dealers have asked to handle our 
fine quality, medium-priced Geiger Counter. Sales 
results has been excellent. A few choice pro 
tected territories still available. I iberal commis 
sion. Write giving full details and references 
Rep'ies confidential. Address: Box (C-256, care 
Harnware Ace, 100 East 42nd Street, New Yor! 
17, j 
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MANUFACTURER'S 
REPRESENTATIVES 
WANTED 
FOR SOUTHEASTERN STATES 


PROMINENTLY ESTABLISHED HOUSEWARES 
MANUFACTURER IS INTERESTED IN QUALI- 
FIED SALES REPRESENTATION. MUST HAVE 
STRONG FOLLOWING: JOBBERS, DEPART- 
MENT STORES, CHAINS. COULD PROVE 
MAJOR LINE FOR RIGHT MEN. PLEASE GIVE 
COMPLETE DETAILS IN CONFIDENCE. 


Address Box C-263, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANU FACTURER’S REPRESENTATIVE 
WANTED—Salesman now calling on hardware 
and variety stores with two or three non-conflicting 
lines, We offer a good staple line of 19c, 39c and 
79c paints, low-priced gallon paints and a na- 
tionally advertised line of popular priced paints 
on a commission basis, This merchandise has 
mass market appeal. Every store selling paints 
is a good prospect. Write advising age, territory 
covered, how often you cover it and lines now 
carried. Address: Box C-233, care of HARDWARE 
AcE, 100 E. 42nd St., New York 17, N. Y. 


EXPERIENCED SALESMEN 


For Quality dog supply line to sell to 
hardware and sporting good stores, as a 
sideline. Choice territories open. Com- 
mission basis. 

Yama CRAFTSMAN CO., INC. 
Box 5 Springfield, Ohio 














WANTED MANUFACTURERS AGENTS to 
represent established line of ash agricultural im- 
plement repair handles and snaths in South Cen- 
tral, Central and North Central States. Prefer 
man now contacting wholesale and large dealer 
buyers of farm supplies, When replying give ex- 
act territory covered and lines carried. Address: 
Box C-226, care of HARDWARE Ace, 100 East 42nd 
Street, “New York — 17, N 


MANUFACTURERS AGENTS WANTED 


Connecticut Hardware Manufacturer wants representa- 
tion in New England, South, Midwest, Far West 
and West Coast. Commission basis. Exceptional line 
of standard jimmy-proef bronze locks, night latches, 
evlinders, ete., competitively priced and nationally 
promoted. In reply, specify products now handled 
type of trade called on, with examples 
Address Box C-200. care of ae AGE 
100 East 42nd St., New York 17, N , 














commission 


REPRESENTATIVE WANTED IN EACH 
STATE who want exclusive additional line of 
proven merchandise to be sold direct to dealer 
at jobber discounts. Repeats year after year In 
past sold only through jobbers. Established fifty 
years. Send details of yourself to Address: Box 
C-249, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





PAINT BRUSHES — Need SPECIALTY 
SALESMAN now calling on Hardware, Paint, 
Building Supply, Farm Supply, dealers. Estab- 


ersey except northern metro 

Nation’s oldest lines. Good 

Box C.243, care of HaRDWaRE 
New Ye ork 7, N . 


lished territory. New 
politan area. One of 
Address: 


Ace, 100 E. 42nd St., 








ESTABLISHED CORPORATION DESIRES ENER- 
GETIC TOOL SALESMAN WITH EXPERIENCE 
IN SELLING TO NEW ENGLAND HARDWARE 
WHOLESALERS. ATTRACTIVE SALARY AND 
BONUS. AN EXCELLENT OPPORTUNITY FOR 
MAN WITH DRIVE. GIVE RESUME OF PAST 
EXPERIENCE. 

Address Box C-262, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











HARDWARE SALESMAN WITH FOLLOW- 
ING to sell exclusive, specialized line of builders 
measuring tools to builders supply houses, hard- 
ware stores and lumber yards. Attractive bonus 
and commission arrangement. Box 998, Grand 
Central Post Office, _New York 1, N. Y. 





FLY-TRAP SALESMEN 


Lowest priced Nationally Advertised Plastic Fly Trap 
Manufacturer has openings in many territories for 
salesmen calling on hardware, housewares, drug, rack 
jobbers and chains. Give full details, including present 
lines carried in your letter, replies confidential. 


Address Box C-260, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS AGENTS CALLING 
ON HARDWARE and Builders Supply Jobbers 
to represent manufacturer of Locks and_ related 
items in the Dakotas and Rocky Mountain Ter- 
ritory. Give extent of territory and lines now 
handled. Address: Box C-247, care of HaRDWaRE 
Acz, 100 East 42nd Street, New York 17, N. Y. 





Accounts Wanted 





MANUFACTURERS’ REPRESENTATIVE 
with four lines. Twenty years’ experience in sell 
ing and calling on hardware, plumbing, electric, 
paint and lumberyard jobbers in Central and 
Western New York State. Can add four nation- 
ally known lines. Address: Box C-255, care of 
HARDWARE Acz, 100 East 42nd Street, New York 
17, N 


REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louisville. 
We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 




















“WE WERE FIRED” by one of our small 
housewares accounts, but we’re strictly plumbing 
and hardware so would like to recoup our loss 
in that field. We would particularly like a brass 
goods line for wholesalers. Three men covering 
Pa., Md., Del., D. C. and South Jersey. Will 
w arehouse if expedient. Address: Box C-246, care 
of Harpware AGE, 100 East 42nd Street, New 
York 17, N. 


~ MANUFACTURER'S AGENT — covering 
Illinois and Wisconsin—hardware, electrical and 
automotive—sixteen years manufacturing experi- 
ence including sales management plus four years 
direct outside sales—honest, aggressive, a go 
gether. Address: Box C-252, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 





Accounts Wanted 


Business Opportunities | 


Positions Wanted 








VIRGINIA 


HEADQUARTERS RICHMOND, ACCOUNTS 
WANTED FOR—VIRGINIA, N. CAROLINA— 
MARYLAND—DELAWARE. 25 YEARS—SALES- 


MAN, AND BUYER. BUILDERS HARDWARE— 
PAINTS—TOOLS—HOUSEWARES—TOYS. JUST 
STARTING OUT ON MY OWN.—WHAT WILL 
YOU OFFER? 








Address Box C-259, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 
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YOU CAN DOUBLE YOUR PROFITS. Let 
us merchandise your line to Firestone, Woolworth, 
Sears, Gambles, auto chains, co-ops, wagon job- 
bers, TBA Oil outlets, etc. Experience is every- 
thing in selling these buyers. National Sales Or- 
ganization established 1919. Address: Box C-250, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. 





ESTABLISHED TOOL MANUFACTURER 
HAS TOP grade commission salesman covering 
retail hardware trade in states of Virginia and 
North Carolina desiring one additional line to sell 
on commission, Advise us if interested and we 
will forward his name and address for direct com 
munication. Address: Box C-245, care of Harp- 
ware AGE, 100 East 42nd Street, New York 17, 
ma ws 





MANUFACTURERS REPRESENTATIVE 
NOW CALLING ON hardware, electrical and 
industrial jobbers in Minn., North Dakota, South 
Dakota and N J. Wisconsin, wants one or two 
more lines, made by well rated companies. Ad 
dress: Box C-244, care of Harpware AGz, 100 
East 42nd Street, New York 17, N. Y 





ILLINOIS, WISCONSIN. Aggressive estab 
lished representative, 37 years old, desires one solid 
line to sell to Hardware Jobbers. If you are look 
ing for a man who can open new accounts, build 
business and increase sales, then write today. 
Top references. Address: Box C-242, eare Harp 
WARE AGE, 120 East 42nd Street, New York 17, 
a S 


HIGHEST TYPE OF SALES REPRESENTA. 
TION AVAILABLE:—Michigan, Indiana, Ohio, 
Northern Kentucky. Firmly etablished over 
twenty years contacting hardware, houseware, spe- 
cialty jobbers, department stores, chain stores and 
premium goods users. Represent manufacturers 
only, Address: Box C-170, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 





HARDWARE—TOOL STORE (NO HOUSE 
WARES OR APPLIANCES). Present owner 
manager outstanding hardware and tool store 
catering to contractors and maintenance men in 
city of 100,000 in middle west wishes to retire. 
Sell at book value Jan. 1, 1955. Approximately 
$70,000 required. Accts. receivables not included 
Will net between $12,000 and $15,000 for 1954, 
etc., and a young aggressive man could have 
netted $20,000. Wonderful opportunity tor two 
partners—one an industrial supply and tool man, 
and the other a contract hdwe, consultant. Ad 
dress: Box C-113, care of Harpwarr Ace, 100 
East 42nd Street, New York 17, N. Y 


FOR SALE—A Battery of 3 Bowser Pump for 
linseed oil and turpentine, each tank holds 110 
gallon, pump upstairs. Write Frank B. Diehl 
Hdwe. Defiance, Ohio—for price 





PRINTING 
Statements, 8'/,x5'/, 1,000 $5.75 2m $9.95 Sm $17.50 
Letterheads, 8'/,x11 1,000 6.25 2m 11.75 5m 24.95 
63/, Envelopes 1,000 5.95 2m 10.95 5m 23.95 
63/, Window Envelopes 1,000 6.75 2m 12.50 5m 27.50 
Shipped Prepaid, Terms 10 Days. Send your order to 
MAYFIELD PRINTING CO. 


BOX 469 MAYFIELD, KY 











DIGNIFIED OFFICE in Newark, N. J., with 
own clerical and steno service, managed per- 
sonally by expert of varied experience, open for 
proposition as branch manager, or representative, 
or distributor, or any other capacity. Address: 
Box C-253, care of HArpware AGeg, 100 East 42nd 
Street, New York 17, N. Y 


FOR SALE: $15,000.00 Hardware Stock or 
will reduce stock to suit buyer. Located in Talla- 
poosa, Ga. Good location near theatre, on main 
street. Only $650.00 for fixtures. Building rents 
$50.00 per month. Good opening for Hardware 
Busines Chas. B. Newton, Buchanan, Ga 


YOUR HARDWARE TOOLING WANTED 
on products you are discontinuing, both die cast 
and punch press tools. Please send catalog sheet 
and price list of the finished product made from 
the tooling. Send description of dies and approxi 
mate price. All replies confidential. Fred Williams, 
8801 Jeffries Avenue, Cleveland 5, Ohio 








CAPABLE FAMILY MAN AGE 34, With 9 
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East 42nd St., New York 17, N. Y 


rRAINED BY YEARS EXIPERIENCH 
FOR present competitive selling p Back 
ground includes advertising, chain 5 ery and 
hardware selling experience. Merchandising and 
Promotionally equipped to produce ilts where 
others fail. Presently employed in large Southern 
territory calling on hardware jobbers for carload 
iccount, Am seeking interesting challenge offering 
exceptional long range management sales op 
portunity Address Box C-248, care of Harp 
WARE AcE, 100 East 42nd Street, New York 17 
N. ¥ 


HARD WORKING, PROMOTIONALLY 
MINDED jobber salesman, married, 
two years in public relations and seven years 
selling experience would like a connection with 
a reliable manufacturers agent or reputable manu 
facturer to work in the south. Interested parties 
may be assured aggressive representation. Address: 
Box C-254, care of Harpware Aart 100 East 
42nd Street, New York 17, N. Y 


vears old, 





Help Wanted 


SALES MANAGER 


A nationally known manufacturer of 
BUILDERS HARDWARE is looking for 
a man between the ages of 35-45; to 
take charge of their national sale 
force. This is an outstanding oppor 
tunity for an aggressive, ambiti 
sales executive to build a profitable 
and secured future with high earning 
possibilities. Please forward resume 
and salary desired to 
Address Box C-258, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y 




















Keep In Touch With The “OPPORTUNITIES” In The 


Trade — 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 


men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified Section 


of this widely read trade publication. Hardware Age has been the recog- 
nized leader for bringing buyer and seller, employer and employee to- 
gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, 


(Classified Opportunities Dept.) 


100 East 42nd St., New York 17, N. Y. 
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CALKING 
ANCHORS 


aj oo 


STAR TYPE DRILLS 
HAMMER DRIVE ANCHORS 


SHUN cea) 


DE 
CARBIDE. ANpPED DRILL EXPANSION SHIELD 





KEYSTONE MACHINE 
BOLT SHIELDS 


MULTI SIZE 
SCREW ANCHORS 


DIAMOND EXPANSION BOLT CO., INC. 


Home Office and Factory—Garwood, New Jersey 
STOCK IN THE FOLLOWING CITIES 
Denver, Cole. hi Montreal 
Dotrolt, Mich. ‘ Pi Torente 
Los Angeles, Cal. 
New York, N. Y. 


Atlanta, Ga. 
Boston, Mass. 
Chicago, Ill. 
Dalias, Texas 
























This ditoumbes 
Space Saver, Self-Selling * 


‘ DISPLAY RACK 


ci FREE | 
HY-KO-LITE 


Sign Assortment 


Priced to sell 25¢ 

1 sq. ft. profitably at 

display 

space Over 70 popular signs to choose from. 
Colorful, sturdy, steel construction with 
brilliant light reflectant sign. Used indoors 
or out. Sizes 9/2" x 354". Rack included 
with 5 dozen assortment. 


Write for Bulletin X05. 
WROUGHT IRON ESTATE MARKERS 


High profit, easy selling, weather-resistant. 
Write for Bulletin W14. 


PRODUCTS CO. 


$026 WOODLAND AVENUE CLEVELAND 4, OHIO 
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GREENLEE HAND TOOLS 


Well-illustrated 12-page book on 
GREENLEE Hand Tool line . . . auger 
bits, chisels, gouges, drawknives, turning 
tools, spiral screw drivers, push 

drills and many more. 


me" GREENLEE 
Send today for your 
free copy of this informative book. 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, iLL. 


NU-BRITE 


Aluminum Utensils 
at popular prices, 
backed by @ 
nationally advertised name .-- 








SE 





























STERLING (S) QUALITY 


~ STERLING 
* Caulking Compounds 
* Glazing Compounds 
* Paint Removers 

* Brush Cleaners 


STERLING PAINT & VARNISH CO., MALDEN, MASS. 





















You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 
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SELLS FAST BEFORE 
AND AFTER XMAS! 






Shatont MODEL RAILROAD 


R.R. SPIKE SETTER 


WITH SPIKES for AMERICAN FLYER TRACK 


NEW! UNIQUE! ONLY A BUCK! 
THERE'S NOTHING LIKE IT IN THE FIELD! 
Sets spikes—pulls up tacks—allows layout 
changes—eliminates track distortion. 

SPIKE REFILLS IN DISPLAY BOX. 

GET THE FACTS! ASK YOUR JOBBER OR 
WRITE US. 











KEELOR STEEL, INC. 


GRASS 
BARRIER 





grass 
won't grow 
where roots 


STOPS GRASS 
HERE! 


' 


Designed right! Packaged right! 
Nationally advertised! 


NO-SEE GRASS BARRIER is the answer to your cus- 
tomers’ lawn problems. Eliminates grass trimming and 
edging around trees, flower beds and shrubs; along 
hedges, fences and driveways. Easy to install; just drive 
down to soil level. Comes in easy-to-handle two-foot 
sections, 4 inches deep. Key together. Corrugated and 
galvanized. Also available in 6-inch depth. 


Packaged 40 feet in colorful, self-selling carton. Five packages 
to master shipping carton. if your jobber does not stock it, 
write for name of nearest distributor. 


925 9th St., S.E., Minneapolis 14, Minnesota 





ACCO 


2 order from your AMERICAN CHAIN wholesaler 





Ayr’ AMERICAN CHAINS 
for Farms, Homes, Industry 
and Transportation 


AMERICAN 









‘ CHAIN 





products 





for Steady Profits all year ‘round— 


Buy AMERICAN 
Display AMERICAN 


in this sales-making Stand 


Sell AMERICAN 






/ 
, 






American Chain Division 


ae De ee 


Bridgeport 2, Connecticut 








York, Pennsylvania * 











Fits today’s home-planning picture! 


Ualuonal 


— * 

wae on 2 
, fe ‘OE 7 MANUFACTURING 
‘Cou Vellore COMPANY \iinois 





Builders’ Hardware 24fSged es 


Designed to meet every requirement for 


A hardware year ‘round service and dependability 


favorite 
Consider the advantages of having over 300 individual 
for over hardware products from which to choose—and all are manu 
50 years factured to one high standard of quality 
Fine basic materials, precision construction and operation are 
o* « a but o few of the “reasons why” National of Sterling is the 


ever-growing choice of discriminating builders everywhere. 

















NATIONALLY ADVERTISED 


RUBBER CUSHIONED 
One set on a card. 
12 cards in a box. 


REGULAR 


One set in a box. 
12 boxes in a 


. Ur owe carton. Sizes — 
egg mA", 1%", 1%", 1’, 
- 6 ’ ’ % ’ 4", 5”, yy" 
a”. 3%”. 














DOMES or SILENCE  Fueniture cuives 











Ask your jobber. If he Is not supplied, write 


DOMES of SILENCE Division o¢ ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


FURNITURE LEVELER 


Adjustable Com- P> 
bination Leveler 

and Glider for 
Uneven and Un- 
steady Furaiture 


SIZES—1” base, 
4 on card; 1%”, 
2 on card; 14", 
2 on card. 
Drive into uni- 
versal socket or 
5/16” hole. 
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STANDARDIZE ON “NATIONAL”’ 
.».. for easier stock handling 


Wood Screws 
Machine Screws 
° —* e Nuts 

Easy-to-read labels on attractive National fasterer pack- 
7 . , 2 Cap Screws 

ages are color-coded to give you easier stock handling. 

With this feature ... plus the convenience of one-source 

buying from National’s most complete line of fasteners 
. you will find it pays to standardize on National. 


Tapping Screws 
Stove Bolts 
Carriage Bolts 


Lag Bolts 


THE NATIONAL SCREW & MFG. COMPANY Machine Bolts 
Cleveland 4, Ohio Cotter Pins 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 


>» ¢ 
Fasteners L/P. Fiodell chains ff Chester hoists 
P<) 


4 











‘UM SOLD ON THIS ONE!’ 


And sales prove that more and more people, everywhere, are 

sold on the new Hanson Weighmaster Bathroom Scale! And no wonder! The 
Hanson Weighmaster is really new in every way — designed to create 

instant demand, and built to last! Pin-point accuracy, extra thinness 

to suit the most modern taste, lower and wider for tip-proof, tilt-proof 
safety. Magnifying lens with V-pointer eliminates squinting and 

stooping. Available in nine glistening, appealing colors— pink, 

green, white, maize, blue, black, dubonnet, chrome, and gold — 


to harmonize with any decorator’s color scheme. 


bak your distributer about Hanson Seales 


HANSON SCALE CO., Northbrook, Ill. 
Est’ 1888 











